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CRITICISES GENERAL 
~~ ADJUSTMENT BUREAU 


"Field Man Says Local Agents Want 
© Line Drawn Against Promiscuous 
Representation 


"BROKERS USE NAME OF BUREAU 
“Aid In Getting Business for Lloyds, 
' Non-Boarders and Other Outsiders 

: Is Charge 


A special agent who has returned 
Mfrom a month’s trip among local agents 
“in New York and Pennsylvania has ad- 
Ddressed the following communication 
to The Eastern Underwriter: 

a “| found everywhere among local 
Tagents a disposition to criticise the 
General Adjustment Bureau in handling 
Josses for all comers, whether board or 
Ppon-board, admitted or non-admitted, 
‘mutuals, inter-insurers and _ Lloyds. 
~The attitude of the agents almost uni- 
"yersally is that the Bureau should han- 
‘dle losses only for the tariff companies, 
md that the present practice of the 
eau robs the agent of his most pat- 
ent argument against the assured tak- 
"ng any but admitted hoard companies, 
Pyiz., that the others lack facilities for 
the prompt and equitable adjustment 
Be losses. The agents recognize that 
ithe adoption of what they believe to 
be the right and business-like course, 
)will mean the sacrifice of some fees, 
"and at times result in some increased 
Adjustment expense for board compan- 
‘te , but they claim this will be more 
Mthan offset by the zood effect it will 
“have. 
A Difficult Competition 
' “The agents claim that the most dif- 
ult competition which they have to 
Meet is that of the large brokers; that 
Wocal agents very generally can meet 
this competition on level ground, but 
t 8 practice of some brokers of plac- 
Ming large lines at a cut in rate by put- 
ting part of the business in board com- 
»? hies at tariff rates and part in non- 
d companies or other tariff cut- 
organizations at much less than 
Mariff is the kind of competition that 
Sgents cannot meet, and that would be 
A ctive of both agents’ and com- 
@nies’ interests to attempt to meet by 
hilar practices. Yet, the custom of 
ie General Adjustment Bureau is in 
fect an encouragement of this kind of 
mg. They allege that the attitude of 

Bureau is so well-known that brok- 


(Continued on page 13.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 


ofice. THINK IT OVER. 




















North British 
and Mercantile 
Entered United States In surance Co. 


1866 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 
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WRITING THE LARGEST AMOUNT OF INSURANCE IN 
TEXAS OF ANY COMPANY OPERATING IN THE STATE. 


For Agency Contracts Address 0. S. CARLTON, President 
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EQUITABLE MEN TO 
MEET HASBROUCK 


Superintendent of Insurance Due in 
New York To-day for Conference 
on Mutualization 


GENERAL DU PONT’S STATEMENT 
Meeting of Owner of Majority Stock 
and Mutualization Committee Held 
on Tuesday 


General du Pont, who bought the J. 
Equitable Life 
Assurance Society, returned to New 


P. Morgan shares of the 


York this week and rad a meeting with 
the Mutualization Committee of the 
Equitable, which consists of Thomas 
Spratt, John D. Kernan, Henry W. de 
Forest, Frank Witheroee and Joy Mor- 
ton. Plans for mutualization were ais- 
cussed and a conference will be held 
with the New York 
ment the 
Judge Frank Hasbrouck, Superintend- 
ent of Insurance, will return to New 
York to-day. The 
issue a statement on Wednesday as 


nsvrance Depart- 


latter part of this week. 


Jenartment did not 


forecasted by daily papers. 

No information regarding the method 
of mutualization was given out by the 
Equitable, the Society paying no atten- 
tion to the different daily paper stories 
telling in conflicting manner exactly 
how the Mutualization Committee and 
General du Pont would proceed. 

General du Pont’s Statement 

After the meeting Gen. du Pont gave 
out this statement through his counsel: 

“Gen. du Pont’s ‘lesire is that, so 
soon as possible, there be brorght 
about through proper channels a mu- 
tualization of the Equitable Society sat- 
isfactory from the standpoint of the 
policyholders so that the policyholders 
in the future, as in the past, may have 
complete confidence that the affairs of 
the Society will always be managed in 
their interest, such mutualization as 
the management of ihe Society has for 
some time been trying to find a way to 
accomplish. 

“The problem being a new one to 
him, he, of course, cannot announce a 
definite plan at once. But he hopes 
that it may be soon solved and to this 
end he is ready and anxious to co- 
operate to the best of nis ability. In 
the meantime the insurance superin- 
tendent, directors and officers will find 
him ready at any time to co-operate 
with them in any way to strengthen the 
Society or increase its usefulness to the 
policyholders.” 

Equitable ——T Meets General du 
ont 


The Equitable gave out the following 
statement on Tuesday: 

“The Committee on Mutualization of 
the Equitable Life Assurance Society 
met General du Pont in conference this 
morning and a cordial exchange of 
views was had. The meeting was en- 


(Continued on page 4.) 
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Stories About General T. Coleman du Pont 


Offered $2,000,000 to Delaware for Construction of Highway 
Lover of Motor Boating—Taciturn Man 
ho Despises Notoriety 











The New York Sun prints an inter- 
esting sketch of Gen. T. Coleman du 
Pont, who purchased .he J. P. Morgan 
shares of Equitable ‘Life Assurance 
Society stock. 

General du Pont is now fifty-two 
years old. He is active, wiry and ag- 
gressive. Born in Louisville, Ky., as 
a lad he attended Urbana Univeisity 
in Ohio. Then he went to Boston, 
where he studied at the Chauncey 
School. He finally entered the Massa- 
chusetts Institute of Technology, from 
which he was duly graduated as an 
engineer. He at once began to jprac- 
tise his profession in iarge enterprises 
in Pennsylvania. 

(Later he took up the mining of coal 
and iron ore, and still later the con- 
struction and operation of street raul- 
ways. Subsequently he entered the 
steel business, and finally, in 1902, be- 
came president of the industry found. 
ed more than a century ago by his pa- 
ternal ancestors—the manufacture of 
explosives. His interests continued to 
expand until they included banking, 
railroad companies and coal mining, 
and also active participation in politics, 
in which he has been personally en- 
gaged almost from the time he became 
of age. In 1889 he married Alice du 
Pont of Wilmington, Vel. He has five 
children. Such, in the briefest form, 
is a sketch of Gen. du Pont as he is 
generally known. 

A Man of Few Words 


As to the man himself, his private 
life, his individual tastes, his habits of 
thought, the world knows almost noth- 
ing. It may not be inaccurate to say 
that a large part of :he general public 
thinks of him as a masterful person- 
ality, who is going to put through his 
own plans regardless of any oprosi- 
tion. The fact that he is a man of few 
words and that he has never tried to 
defend himself from political or other 
opposition may have caused this idea to 
be more widespread than it should be. 

Yet people who have known the du 
Pont family down in Wilmington in a 
neighborly fashion aold a very differ- 
ent opinion of the G#neral’s personal- 
ity. For instance, it is related tnat he 
is as much at home on a trolley car 
talking to the conductor as he is in his 
office talking to some other cap- 
italist. Many stories are told of 
his democracy. 

While he dislikes publicity he has 
been before the public eye consider- 
ably, in particular when he was a mem- 
ber of the Republican National Commit- 
tee and in charge of the speakers’ bu- 
reau at the Republican headquarters 
here in New York. 

Those who follow <vrrent events re- 
call that during President Taft’s cam- 


paign in 1908 Gen. iu Pont wanted to 
subscribe $20,000 to the campaign 
fund, but Frank H. Hitchcock, then 
chairman of the Republican National 
Committee, declined to accept the 
check and returned the money to Gen. 
du Pont because the Federal Govern- 
ment at that time happened to be su- 
ing the power business, which was 
largely owned by the du Pont family. 
This incident created a good deal of 
talk at the time, particularly because 
Mr. Hitchcock admitted that the Re- 
publican National Committee was in 
great need of money. 
$2,000,000 Gift for State Road 

Up to the time Gen. du Pont under- 
took the construction of the new 
Equitable Building, one of the largest, 
if indeed not the very largest office 
building in the world, his most spec- 
tacular adventure occurred as a result 
of an offer he made seme years ago to 
build a great road through Delaware, 
covering a distance of more than a 
hundred miles, and at a personal ex- 
pense to himself of something like $2,- 
000,000. 

While his offer was still being dis- 
cussed a couple of years ago a aes- 
patch from Philadelphia announced 
that Gen. du Pont had formed a. six 
million dollar corporation to be called 
the Du Pont Coal Company. The des- 
patch was brief, and no speciai com- 
ment was excited because the main 
figure in the enterprise had been hand- 
ling large business undertakings for a 
decade. It was in that same year, 1912- 
1913, that Gen. du Pont became active 
in motor boat racing. He built a novel 
cruising craft with many original fea- 
tures and was elected commodore of 
the Wilmnigtoh Yacht and Auto ‘?'ub. 


Gave $500,000 to Massachusetts Tech. 


Not far from this time word came 
from Boston that he had given $500,- 
000 to the Massachusetts Institute of 
Technology either for the erection of a 
new scientific building and its equip- 
ment or for a new site for the institu- 
tion, his gift stipulating that ample 
provision should be made for carrving 
on the educational levelopment which 
might be expected to result from such 
enlargement of the institution’s pjant. 
This was about a quarter of a certury 
after he had been graduated [from 
“Boston Tech.” 

The day before last Christmas he 
underwent an experience common to 
many mortals by suffering a sudden 
attack of appendicitis, but this hed no 
serious after effects, and since leaving 
the care of surgeons he has continued 
his active interest in many enterprises 
until a recent announcement was wade 
that upon completing the great new 


(Continued on page 9.) 


PURELY MUTUAL 


SATISFIED POLICYHOLDERS 


Mortality 55.87%. 





Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GkO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 


applicants) applied for $54,587,290 of additional insurance in The 
Northwestern during 1914. 
NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 
Interest 4.97%. 
AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Income Insurance Before Selecting Your Company ‘‘Large Dividends ”’ 
, Write to 
Corporation Insurance H. F. NORRIS Low Cost 
Partnership Insurance Superintendent of Agencies Service Policy 
Milw » Wi i 
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THE CHARTERED 1857 


to the number of 11,613 (out of 43,54] 


Expense 10.53%. 
































WANTED 


A man who knows he can 
make good in organizing an 
agency for a big company in 
a city embracing a population 
of 1,000,000. A salaried con- 
tract will be made and the 
applicant chosen will be 
brought into direct touch with 
Home Office with opportuni- 
ties for advancement. Only 
men of experience and who 
can prove ability need apply. 
Territory in Pennsylvania. 
Address 
“ORGANIZER” 


Care of THE EASTERN 
UNDERWRITER 
105 William Street 
New York City 


You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 


Several pi of lient terri- 

tory, with exclusive rights, open 

for men of character and ability. 
For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 
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INSURANCE COMPANY 


GOOD TERRITORY FOR RELIABLE MEN 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 


THE PROGRESS 


FRANKLIN LIFE 


Is Steady Sure Solid 


IN THE 




















Phone Barclay 7876 





NET 
COST 


KNIGHT’S UNION CENTRAL SERVICE 


You Know About The First Three Factors 


Tak With CHARLES B. KNIGHT, General Manager 
THE UNION CENTRAL LIFE INSURANCE CO. 





POLICY CONTRACT 


Plus 


ANNUAL PREMIUM 


Plus 


SURPLUS DISTRIBUTIONS 


Plus 


FOR GREATER NEW YORK 


About The Other Important Factor “Service” 
“MILLION A MONTH AND BETTER” 


1056 WOOLWORTH BUILDING, NEW YORK CITY, N. Y. 
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PHILADELPHIA LIFE’S NEW HOME 


HANDSOME FIVE-STORY BUILDING 


Main Floor an Open Room Thirty-four 
Feet Wide by One Hundred Feet 
Long 


The Philadelphia Life Insurance Com- 
pany is erecting a handsome five-story 
fireproof building for its home office 
with limestone solid fascia, column ef- 
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PHILADELPHIA LIFE BUILDING 


fect with granite base, having electric 
equipment, elevators, pumping machin- 
ery, power printing and novel ligh'ing 
effects. 

The main floor will be an open room 
thirty-four feet wide by one hundred 
feet long, with marble, bronze and glass 
interior decorations, in which will be 
the offices of the president, treasurer, 
cashier and all employes connected 
with the financial operations ot the 
company 

On the second floor will be quartered 
the offices of the secretary, actuary and 
medical director and all employes con- 
nected with their various departments 
and the writing and issuing of policies. 

The manager of agencies, supervis 
ors, general agents, city agents and all 
employes connected with the Agency 
Department will be on the third floor. 
Most magnificent and commodious 
quarters for the agents of the com- 
pany, such as an open conference room 
with private rooms for personal] inter- 
views opening off the large general 
room, will also be on the third floor. 
The company is taking extra pains to 
make the quarters of the agents as 
comfortable and as convenient as pos- 
sible. 

The publicity, advertising and print- 
ing departments will be accommo- 
dated in other sections of the bui:ding 
most suitable for the convenience of 


the various requirements of these de- 
partments. 

The upper floor will not be furnished 
for occupancy at the present time, but 
will be held in reserve for the most 
rapid growth anticipated in the immedi- 
ate years to follow. Light and hygi- 
enic conditions are the paramount fea- 
tures of construction, and when fin- 
ished this building will be a model of 
its kind. 





NEW EXPERIENCE TABLE 


Actuaries’ Committee of Seven To 
Do Preliminary Work—Drafting 
List of Questions 
The Committee of Seven of the Ac- 
tuarial Society of America have held a 
meeting in New York at which time 
the question of the new mortality table 
was again discussed. The Commis- 
sioners’ Committee of Five wiil not 
take any research action until the “cm- 
r ittee of Seven compiles a list v/ “ues- 
tions regarding data which companies 
are to give on which will be based the 

compilation of the new table. 

As soon as the Committee of seven 
decides what will be the best questions 
to ask the companies for the compila- 
tion of statistics, etc., there will be 
conferences with the Committee of 
Five, at which time these questions 
will be discussed, and possibly re- 
arranged before going to the com- 
panies. 





MIDLAND MUTUAL CONVENTION 


Plans Complete for Two-Day Session 
To Be Held at Cedar Point, Ohio 
in July 


Elaborate preparations have been 
made by the committee in charge of 
the ninth annual convention of the rep- 
resentatives of the Midland Mutual Life 
of Columbus, O., to be held at the 
Breakers Hotel, Cedar Point, O., on 
July 30 and 31. J. A. Brady, of Cleve- 
land, is chairman of the committee on 
arrangements, and with the able assist- 
ance of his fellow committee men has 
completed a most interesting program 
for the two-day session. 

Dr. W. O. Thompson, president of the 
Company, will deliver the address of 
welcome at the opening session, in the 
Exhibition Hall of the hotel. This will 
be followed by a series of instructive 
talks and lectures by representatives 
of the Company. A banquet luncheon 
will be served at the hotel at the end 
of the session, at which Dr. E. J. Wil- 
son will preside. The question box is 
expected to be of great assistance to 
the agents in having some of the diffi- 
culties of the field men explained by 
experts. 





APPROVES LIFE INSURANCE BILL 

Governor Brumbaugh has officially 
approved Bill No. 1352, making it un- 
lawful for attorneys, office clerks or 
subordinates to receive the compen- 
sation for life insurance placed on 
the lives of their partners, employes or 
masters. 


MAY INSURE KNIGHTS OF MALTA 


BIG CONTRACT FOR TRAVELERS 


Wholesale Insurance Being Negotiated 
By E. E. Rice, Who Has Conducted 
Several Re-Insurances 


Under its group insurance plan, the 
Travelers Insurance Company, of this 
city, has made a proposition for what 
might be termed “wholesale insurance” 
to the Grand Commandery of Massa- 
chusetts of the Order of Knights of 
Malta, whereby it agrees to make con- 
tracts with the grand officers in Boston 
for the insurance of members of their 
order at low rates. 

A tentative policy has been prepared 
especially and approved for the Knights 
of Malta, and if a large percentage of 
the total membership of the grand com- 
mendery is enrolled, the deal wit! be 
closed. As it will take some time be 
fore the individual commanderies of 
the order can be heard from, it is ex- 
pected that definite action will not be 
taken on the proposition for several 
weeks. 

Acts Through E. E. Rice 

The Travelers Insurance Company is 
acting through Edward E. Rice, its 
agent at Cambridge, Mass., who has 
been instrumental in effecting witn the 
Travelers the re-insurance on the group 
plan of the Relief and Beneficial As- 
sociations of the Boston & Maine and 
the New York, New Haven & Hdart- 
ford Railroad Companies. The propo- 
sition which he made with the Mai:tan- 
ians provides for the issuance of a 
form of contract to the organizations 
and, in addition, each member receives 
a separate certificate of insurance for 
a certain amount, guaranteed by the 
Travelers Insurance Company. This 
plan establishes a definite cost of in- 
surance for the group, this cost being 
divided among the membership in 
classes according to age. In this man- 
ner the insurance of a large number of 
men is permanently guaranteed. 

The plan makes it impossible for a 
member to lose where assessment as- 
sociations and fraternal bodies nave en- 
countered numberless cifficulties in the 
necessary raising of rates to the point, 
in many cases, where older members 
have been forced out. There is a 
limit fixed to the amount which any in- 
dividual member may be called upon 
to pay. The cost of insurance on this 
plan is known in advance, the scale 
being printed in the group policy is- 
sued to the organization. 

Lower Cost 

The advantage to the order of this 
wholesale plan is that a low cost and 
more favorable policy conditions are 
obtained in a great part through the 
cutting out of agency expenses, such 
as commissions to agents, and collec- 
tion of premiums from individuals. The 
high cost of certain individual plans, 
particularly of industrial insurance, is 
due principally to the individual col- 
lection system. The actual “loading” 
for expenses varies from 20 per cent. 
on regular annual premium polices to 


45 per cent. on weekly premium indus- 
trial policies. On the other hana, the 
rates for group life insurance, as quot- 
ed to the Knights of Malta, are with- 
out “loading” for expenses. They are 
based strictly on the American expe- 
rience table of mortality, with a slight 
addition, where occupational hazard 
demands it. 

The insurance company is supposed 
to make its part on the savings in ac- 
tual mortality experienced over the ex- 
pected mortality as by the table. 
Through the volume of business which 
this kind of insurance brings, it should 
be able, also, to find prospects for big- 
ger policies. 

The group plan insurance may be 
converted to any life or endowment 
policy at any time before the insured 
becomes 66 years old, without medical 
examination, by simply paying the aif 
ference in rate. 

Accident Insurance, Too 

The Travelers Company, under its 
group insurance plan, insures groups of 
men in business establishments with- 
out requiring the individuals to under- 
go physical examinations. In Massa- 
chusetts, however, this cannot be cone, 
as the State law requires that the ap 
plicant for insurance submit to physi- 
cal examination before the issuance of 
a policy. Therefore, the new “whole 
sale” plan, which the local compeny 
has inaugurated will not release Mal- 
tanians from examinations, although, 
in other States where the order has 
commanderies, and where the law is 
not as rigid as in Massachusetts, it is 
possible that, when the number of mem- 
bers in a commandery is sufficiently 
large, examinations will be waived by 
the company. In this case, it would be 
possible for men who could not other- 
wise get insurance, to do so. 

At the same time that the Knights 
of Malta are considering the proposi- 
tion of the Travelers Company, it has 
before it an additional tentative policy 
of the New England Casualty Company 
of Boston The provision which this 
company has made will not conflict 
with that of the local company It 
provides accident and disability insur- 
ance on a group plan, somewhat s:mi- 
lar to that offered by the Travelers. 


AGENTS TO PLAY BALL 
New York and Brooklyn Men will 
Cross Bats at Underwriters’ 
Associations’ Outing 





The Life Underwritars’ |Association of 
New York will hold its annual outing 
on the afternoon and evening of June 
29 at the Marine and Field Club near 
Fort Hamilton, Brooklyn. Arrange- 
ments have been made for a ball game 
between New York and_ Brooklyn 
agents. There will be golf, swimming 
and tennis for those who prefer that 
sort of thing to the national game. 

Finally, there will be a dinner, at 
which one hundred will sit down. 


manager of the Illinois Life in Geor- 
gia, died recently. 
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Every Business Day Last Year 


The Prudential paid 463 death claims, the average daily amount being $75,946, 


Added 2,881 policies to its insurance in force; 
Secured $1,718,423 in new business; 
Increased its receipts $341,808. 


It was busy all the time. 


FORREST F. DRYDEN, President 





THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey. 





Home Office, NEWARK, N. J. 
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PASSING FIRST YEAR PERIOD 


MISTAKE TO LET POLICY LAPSE 








it means Waste for Policyholder, for 
Company, for Agent, Says 
R. W. Stevens 





Why do so many policies lapse efter 
the first year? Is it not because agents 
do not know their business as they 
should? 

Any man who has invested a first 
annual premium in any one of our fifty 
leading legal reserve companies, could 
not possibly make 4 greater mistake 
or do anything more against his own 
interests than to lapse such a policy at 
the end of its first year, no matter how 
great his dissatisfaction with the com- 
pany, its policy, or its agent might 
appear to be. 


R. W. Stevens’ Argument 

One of the best arguments that has 
been made for the aolding of business 
after the first year comes from RK. W. 
Stevens, of the Illinois Life, who makes 
these points: 

“When a man begins to invest his 
money in an old-line legal reserve pol- 
icy, he is in effect buying an estate, 
though the condition of the contract 
is such that he has no vested interest 
in that estate until two or more annual 
deposits have been made. 

“Assume, for example, that a man 
was buying a house on the instaliment 
plan, the conditions of the contract 
being that so long as he met his an- 
nual payment he should live in the 
house, and that if he made oniy one 
annual deposit he should, at the end 
of that year, vacate the house and et- 
tirely forfeit the first deposit; it peing 
provided, however, that for each an- 
nual payment made aiter the first, in 
addition to the privilege of using the 
house a lien on the property should be 
established in his favor to an amount 
in excess of the second and each sub- 
sequent deposit. 

“Now, if such a real estate contract 
as suggested should be made, how many 
householders, do you imagine, would 
vacate property at the end of the first 
year? 

“In effect an old-line legal reserve 
policy contract is, in its terms, almost 
identical with the assumed real estate 
contract mentioned above. ‘Take, for 
example, an Illinois Life 20-payment 
life G. A. A. policy, issued as of age 
35 at an annual premium of $37.99. 
Under the terms of the contract, the 
policyholder has the use of the policy 
during the first year, and if he fais to 
make the second annual deposit a.} his 
interest in forfeited. if, however, he 
makes the second aunual deposit of 
37.99 and wishes at the end of the 
second year to discontinue his pay- 
ments, he has a guaranteed paid-up 
policy, payable at death, in the amount 
of $54, or $16.01 more than the second 
annual deposit, notwithstanding the 
fact, that for that second deposit he 
has had the benefit of $1,013 of insur- 
ance for a second neriod of tweive 
months. And, for each additional an- 
nual deposit made the paid-up insur- 
ance increases by a greater amount 
than the deposit. 

Reason for Home Buying Simile 

“T have used the home buying as il- 
lustrating the buying of an insurance 
policy, for the reason that such an il- 
lustration seems in ‘the case of the 
average policyholder to impress the 
importance of not laosing the policy at 
the end of the first year, more than a 
plain statement about the policy, and 
I believe that if those of you to whom 
this’ illustration is new, will use it, 
you will be able to make a material 
reduction in your “rst-year lapses. 

“The average man 18 very siow to 
do something which is manifestly 
against his own interest, and since it is 
clearly against the interest of the pol- 
icyholder to lapse insurance at the 
end of the first year, it is only neces- 
sary for you to show him in an under- 
standing way how it 1s against his in- 
terest to lapse, and in nine cas2s out 
of ten, the second y»remium wii! be 
paid. 


“The greater lapses come at the end 
of the first year, and first-year lapses 
mean waste—waste ior the  policy- 
holder, waste for the company and 
waste for the agent, therefore, every 
effort which you make toward tse re- 
newing of your policies at the end of 
the first year, will redound to the finan- 
cial benefit of all parcies at interest. 


No Trouble if Benefits are Thoroughly 
Understood 

“After the second annual premium 
has been paid, the arguments men- 
tioned above apply for the payment of 
the third and any subsequent annual 
premium, and, in addicion, we have the 
argument that the insured is two years 
older, and in order to make a change 
in companies he will not only suffer 
the loss of the benefit which inures 
from the payment »>f each insurance 
premium after the first, but he will 
also be under the necessity of paying a 
higher premium for a similar policy 
because of his increased age. 

“That a policy on which one annual 
premium has been paid should be re- 
newed by the payme2nt of the second 
annual premium at least is a matter of 
so much importance to the policy- 
holder, that it is inconceivabie that 
the holder of an old-liue contract which 
gives second-year values, should fail 
to pay the second pvr2nium if he thor- 
oughly understood the benefit that 
would be derived by him thereby, and 
you are not doing your full duty to 
your policyholders if you do not see 
to it that they pay premiums beyond 
the first year.” 





LIFE INSURANCE AS CREDIT 





Nebraska Bank Keeps Complete Life 
Insurance Record of Every Bor.- 
rowing Customer 





The Old Line Bankers Life Bulletin, 
of Lincoln, Neb., in speaking of life in- 
surance as a credit, says: 

“In a very successful bank in one of 
Nebraska’s prosperous cities, the bank 
maintains a complete record of what 
every borrowing customer is worth, 
what lands and property he owns, what 
stock he has, what marketable pro- 
ducts, what his entire assets are in de- 
tail. Opposite these items is carried 
a complete record of the individual’s 
liabilities, the mortgage indebtedness, 
notes owed, indebtedness in all lines of 
open accounts, so that the present 
worth of the creditor is known at a 
glance. 

“The feature in this system of this 
banking institution which is most strik- 
ing is the record kept of the life insur- 
ance of the creditor. It is one of the 
prominent items in resources. The 
amount of insurance carried, the kind 
of insurance, name of company, time of 
premium payments and record of the 
same as paid up, where paid and office 
of payment. In this insurance credit 
the bank simply verifies that it is in 
force and it is carried as a part of the 
resources of the individual. He is 
worth, in the eyes of the bank and in 
his relations with the bank, the full 
amount of his insurance more than he 
would be with no insurance, and his 
credit with the bank is enlarged to the 
full amount of his insurance carried. 

“The record kept by this bank is 
brought up each year, or more often if 
necessary. The individual sees from year 
to year his gain or loss in present worth; 
he can increase his credit worth by 
adding to his insurance, and at the 
same time know that his estate is 
larger to the extent in which he main- 
tains in force his life insurance already 
taken. If the bank finds that a cus- 
tomer has lapsed insurance, his credit 
falls to that amount. More than this— 
if insurance is lapsed, the standing of 
the creditor is injured because of un- 
business like methods. If life insur- 
ance is increased, the man’s standing 
is advanced because of his business 
like methods of looking to the future. 
The recognition of insurance as a 
credit asset to every man is becoming 
universal.” 


MUST FRATERNALS PAY TAX? 


An important tax case is being tried 
at Bloomington, Ill., on a change or 
venue from Livingston County. It will 
decide whether the Modern Woodmen, 
an Illinois fraternal, can be forced to 
pay taxes on the money and securities 
held with which to :aeet death claims 
as they arise. The order holds that 
it is a fraternal, not operated for profit 
and not an insurance company, and so 
is not subject to the same laws as 
would apply to the latter. 





J. W. Taylor, former Insurance 
Commissioner of Tennessee, has _ re- 
signed from the firm of Hurst & Tay- 
lor, general agents of the New England 
Mutual Life, and has returned to his 
home at La Follette, Tenn., and taken 
up the practice of law. Mr. Taylor 
will be a candidate for Congress from 
Tennessee. The general agency will be 
continued by Frank . Hurst. 





EQUITABLE MUTUALIZATION 


(Continued from page 1.) 


tirely harmonious in favor of mutuali- 
zation on practical lines. 


“Pending General du Pont’s further 
consideration of the necessary steps to 
be taken to effect mutualization, the 
Committee adjoined to meet him again 
as soon as he shall have given the mat- 
ter further investigation. As any plans 
recommended by the Committee must 
have the approval of stockholders, pol- 
icyholders and the Superintendent of 
Insurance, careful preliminary consid- 
eration of the entire subject matter in- 
volved, by General du Pont and the 
Committee is obviously advisable.” 











James R. Salirston, an agent of the 
Central Life of Lexington, Ky., has peen 
fined $325 for rebatinz. 

The Missouri State Life earned net 
interest of 6.59 last year. 





GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 

Address: ALBERT E. AWDE, 


Superintendent of Agencies, 


7 W. Madison St., Chicago, Ij}. 








S. SAMUEL WOLFSON 


District Manager 
Equitable Life Assurance Society 
43 Bible House New York City 
AGENTS WANTED 




















The Equitable 


Life of lowa 


| 
| 








Splendid Openings—Inquire | 





IS INCREASING ITS AGENCY 





i} FORCES. 
| | DO YOU WANT TO JOIN 
THEM ? 
Address 
J. C. CUMMINS, President 
| DES MOINES, - - IOWA || 
tL een — ee || 
The 
Perfect Protection Policy 
OF THE 


RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives ful! 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELI 
YOU MORE ABOUT OURSELVES 


ee ee lt ee a le, 


Reliance Life Insurance Company 
of Pittsburgh 


FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 











JOHN G. HOYT 
Vice-President 


E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies : 
Participating and Non-Participating t 


ima - a oe i. a a ae 


— 








Special Inducements for th 
General Agency Contracts bt 


Home Office: ST. LOUIS, MO. m, 








OPPORTUNITY: District Agency Open in Prosperous 


of Central West. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 





Section 
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CAHEN’S 45th YEAR WITH MET. 


FOUGHT TWISTERS FOR YEARS 


First 
After 


Manager of Ordinary Wrote 
Application a Few Days 
Landing in America 


I. J. Cahen, manager of the Ordinary 
Department of the Metropolitan Life 
Insurance Company, is receiving con- 
gratulations from agents throughout 
the country on the anniversary of his 
forty-fifth year with that company. 
President Hegeman joined the com- 
pany on June 11, 1870. Mr. Cahen’s 
service dates from March 24, 1870. As 
are the other officers of the Metropoli- 
tan Mr. Cahen is a self-made man, 
reaching his position in the insurance 
world through hard work. Two ot the 
prominent men in the Metropolitan 
came from outside, but the rest rose in 
the company from the ranks. After so 
many years of association it is inter- 
esting to note that the closest intimacy 
between them prevails, and jealousy 
has been a stranger in the big building 
at 1 Madison Avenue, New York City. 

Great Repertoire of Pat Stories 

Mr. Cahen’s reputation among under- 
writers themselves is not only that of 
an insurance man of keen instinct and 
unustial capability, but he has always 
been a splendid developer of men. He 
is one of the best story tellers in the 
business and it is said of him that he 
knows évery anecdote that has veen 
told in America during the last four 
or five decades. His apropos stories 
have clinched many a deal for an 
agent, and have lifted many men out 
of rough seas into smooth waters. Yet, 
despite this gift, he does not like to 
make speeches. 

An Early Foe of Twisting 

Probably Mr. Cahen's views on twist- 
ing have caused as much interest as 
any other phase of his work. Recently, 
correspondence has been printed be- 
tween Mr. Cahen and the Pacific Mu- 
tual Life Insurance Company, in which 
the Metropolitan Ordinary manager call- 
ed attention to a case that the Coast 
company was going to lose through 
twisting, and which he saved for them. 
This was highly appreciated by the of- 
ficers of the Pacific Mutual Life, ana 
the correspondence, being generally 
read, resulted in a iarge number of 
letters being sent to Mr. Cahen in 
which it was stated that if all compan- 
ies took such a decided stand against 
twisting it would soon disappear 

Representatives of the Metropolitan, 
however, say that the Pacific Mutual 
case is only one of a thousand or more 
and that for some years Mr. Cahen has 
not only only refused to stand for 
twisting by agents, but when the iactsa 
have come to his attention in time he 
has always communicated the facts so 
that the other compaay could hold its 
business. One day a friend asked him 
why he had such positive views on 
twisting. “I presume it is the result of 
my early commercial training. I be- 
lieve that a man who sells goods 
should have a chance to deliver them.” 

How He Became an Insurance Man 

This early training is of interest be- 
cause it shows how he entered the 
life insurance business. The facts are 
these, and have never been published 
so far as it known. 


Mr. Cahen was born in Germany, and 
at an early age went to work for a dry 
goods concern. There he received a 
characteristic, thorough training. Alone, 
friendless but ambitious, he arrived 
in New York City and went to see the 
only man he knew in the city, a 
brother of his former employer. This 
friend held a position with the Metro- 
politan at its home office, then at 319 
Broadway. The building was in the 
heart of the dry goods district, in which 
business young Cuhen desired to enter, 
and he called upon his friend for sev- 
eral days, seeking his influence. 

On day while in ihe office a man 
came in and said that he knew a Ger- 
man on the East Side who might be a 
prospect for insurance. 


“There’s a chance for you,’ Cahen 
was told. “Go out and make this fel- 
low sign an application.” 

Although Mr. Cahen did not know 
anything about insurance that didn’t 
Lother him at the moment. He came 
back with the application. 

Inside and Outside Work 

That was his entrance into insurance. 
He was engaged to spend half a day 
in the office and the other half canvass- 
ing. Thus, he divided his time for six 
months. He picked up English with- 
out grammar, and, ‘n fact, he never 
did study English in a school or in a 
text book. 

As a canvasser he made a fair suc- 
cess. As an inside man he soon at- 
tracted attention, and was promcted 
to a clerkship, paying $13 a week. For 
some years there were not many jobs 
about a life insurance office that he did 
not do. He had charge of correspond- 
ence in which he early shone, and 
there is no better leiter writer in in- 
surance to-day; he wrote policies when 
necessary; he went out and adjusted 
claims; he was a general utility man. 
Then he was appointed head of the or- 
dinary department. 

For a period of some years the com- 
pany did not do much ordinary busi- 
ness, its efforts being confined largely 
to industrial. Then came a re-organi- 
zation, and the real work of develop- 
ing the ordinary started. The com- 
pany last year wrote $202,000,000 or- 
dinary. No one man .n the company is 
directly responsible for this great show- 
ing . To attempt to fix the credit would 
be impossible. Mr. Cahen helped do 
his share. 

A Tip to Agents 

When asked by an agent this week 
if there were any rules which would 
help a man become a good producer 
Mr. Cahen said: 

“Yes, never forget that the best and 
most effective way to write insurance 
is by personal contact. One interview 
is worth a thousand ictcers.” 

An interesting statement this, com- 
ing from a man who is a remarkable 
letter writer himself. 

A great many attempts have been 
made to interview Mr. Cahen for pub- 
lication, but he has always refused to 
talk if his views are to be printed; and 
the facts in this article were gathered 
from his friends. 


W. B. Eastham, formerly deputy-au- 
ditor of the State, has been appointed 
Insurance Commissioner of Nebraska. 





Some of the reasons: 
eneficiaries. 


literature. 
condition of general business. 
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A FINE FIRST QUARTER! 


We closed the first quarter of 1915 with a substantial gain in delivered 
business over the first quarter of 1914. 


FIRST-CLASS SERVICE of policyholders and 
Efficient co-operation with our agencies. 
contracts—as agents of all Companies know. 
Happy relations between Field and Home Office. 


Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 


Unexcelled policy 
Low net cost. Strong 
Improved 











WANTED LIFE INSURANCE 





eral 





I am in position to accept 
Agency, and can place sev- 
hundred 
dollars worth of insurance, 
with a company that will 
lend money 


holders on first mortgage 


real estate security. 


Correspondence invited. 


JAMES W. HOLLINGSWORTH, Attorney 


LOUISBURG, N. C. 


thousand 


to policy 

















THROUGH PROSPECT’S EYES 

The Bulletin of the Security Life of 
America makes an interesting study of 
insurance that will be helpful to agents, 
by presenting it from the prospect's 
point of view. In part the Bulletin 
says: “Try to see the case through 
the other man’s eyes. Study him and 
his circumstances. Try to see what 
would appeal to you if you were he 
The reason that would make the strong- 
est appeal to you in the same circum- 
stances and looking at the matter as 
he does, will appeal to him. When 
you have gotten the man’s main idea, 
and have analyzed him and his circum- 
stances, you can see the problem 
through his eyes; you can see it far 
more clearly than he can, for you 
know your policies and how each par- 
ticular form may be adapted to meet 
specific needs. Take the man’s main 
idea and build your selling talk around 
that. Use the strong stroke and adapt 
the coloring to harmonize with the 
man’s temperament and his environ: 
ment, and you will be in the way of 
accomplishing two things: 

“1. To sell your policies. 

“2. To render the man the best ser- 
vice. 


“By this process any man can de- 
velop into a high class insurance sales- 
man. He can become a real high class 
specialist in his line. Success in com- 
petition is more than anything else a 
question of possessing the knowledge 
and skill that will enable you to ren- 
der your client a better service than 
your competitor.’ 


Glover S. Hastings, Superintenient 
of Agents of the New England Muv.ual 
Life, was honor guest and made a 
speech before the Life Underwriters’ 
Association of Knoxville, Tenn., recent- 
ly. His audience was composed of men 
representing all lines of insurance, and 
Mr. Hastings, by his versatility, knowl- 
edge of men and conditions, easily 
held the interest of all present. 


The commission appointed to wind 
up the affairs of the Toledo Life has 
shown the fourth monthly report to 
Superintendent Taggart of Ohio. The 
liquidation plan of the State Insurarce 
Department is working out satisfactor- 
ily. A dividend of ten dollars a share, 
par value, will be available some time 
within the next thirty days. 





Organized 1850 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
mutual and equitable practice. Its low mortality, high interest earnings and economy 
of management insure low net costs. Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 


Purely Mutual 
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A PENSION POLICY ARGUMENT fo"viccmative ot the poor house or the 
beggar’s fate? The family protected, ‘ 
USED BY PENSION MUTUAL LIFE why not protect yourself? Representing 





What Provision When Eyes Grow Dim, 
Muscles Weak and Mind Becomes 
Sluggish 





Among arguments for an old age pen- 
sion policy made by agents of the Pen- 
sion Mutual Life of Pittsburgh is the 
following: 

You have insured your family. What 
provision have you made for yourself? 

You have done right to insure your 


family. No good man fails to do that 
any more. It is the rule and not the 
exception. But few home circles are 


without the protecting wall provided by 
wisely selected and carefully placed in- 
surance. And great good has come to 
the mothers and children of America 
because of that fact. Worry and anx- 
iety and hardship and suffering have 
been avoided. The grief of separation 
is seldom made heavier these days by 
the worry of maintenance thereafter. 

But what of yourself? 

The years are passing. The time is 
coming when your earning power will 
be diminished if not entirely lost. You 
are strong and vigorous to-day. You 
are keen and alert to-day. You have 
a nice income to-day, enough for the 
present with a little for the future. You 
feel your strength among your fellows 
and fear nothing except to do wrong. 

But what of the days that are com- 
ing? 

You will not always be strong. You 
will not always be able to compete in 
the market for either muscle or brains. 

What then? 

Will you have enough to make old 
age easy and pleasant? 

Thousands of men have, 
thousands have not. 

Fate of Other Men 


but more 


Hardly a man among the tens of 
thousands in our poor houses ever 
dreamed of spending their last days 


there. 

They were as strong as you are, pos- 
sibly stronger, both mentally and phy- 
sically. They had good incomes, many 
of them good bank accounts. They 
would have laughed and perhaps did at 
any one who would have suggested that 


in their old age they might become 
dependent. 

And yet there they are, the wards 
of the nation, separated from their 
former friends and associations—in 
the poor house. 

You will never get there? They 
never thought they would, and yet 


there they are. 

What is the lesson to the wise man? 
Evidently it is advisability of making 
provision for those days in such a way 
that the poor house never shall enroll 
your name among its inmates. 

How can it be done? Not by depend- 
ing upon your present ability to earn 


money. That will disappear with the 
years. 

Not by depending upon what you 
have. It may disappear also. It has 


for thousands upon thousands of men 
just as wealthy and as wise as you are. 
The Saddest Sight 

Nor by depending upon those at- 
tached to you by blood relationship. 
The saddest sight of all life is that of 
the old man being sent “over the hills 
to the poor house” by those who 
should provide for his last days. And 
yet every community presents the evi- 
dence of just such incidents. You prob- 
ably know of some yourself. And that 
man who took that sad journey over 
the hill thought that his boys would 
never send him to the poor house any 
more than you think your boys will 
send you to the same place. 

Statistics from every source tell the 
same story of the utter instablity of 
these things as a provision for the days 
when the eye has grown dim, the mus- 
cles weak and the mind sluggish. 

Why then not provide for the future 
absolutely, certainly, sufficiently. Why 
not make it certain and sure. Why not 





WHY CITIZENS MERGED 





Unable To Obtain Sufficient Volume 
Because of Strict Texas Laws 
Governing Co-operatives 





By unanimous vote of the policyhold- 
ers of the Citizens Co-operative Life 
Insurance Company ‘:n Ft. Worth the 
entire life insurance business and as- 
sets of the company were transferred 
to the Southwestern Life Insurance 
Company of Dallas. About $400,J0u of 
insurance business and $16,000 of as- 
sets were involved. 

Wm. Monnig, of the Monnig Dry 
joods Company, president of the Ft. 
Worth Chamber of Commerce, was 
president of the Citizens Co-operative 
Company. He said that the company 
was organized in 1911, but in its four 
years of existence, owing to the very 
strict laws governing co-operative com- 
panies, it had been unable to ottain 
a sufficient volume of business to jus- 
tify its continuéd operation. 

Among policyholders of the Citizens 
Co-operative Life are many of the most 
substantial business men in Ft. Werth 
and the securing of this business by 
the Southwestern Life Insurance Com- 
pany will be of undoubted benetit to 
that company in the further exten- 
sion of its business in Ft. Worth. This 
is the second company which has heen 
absorbed by the Southwestern Life In- 
surance Company since the beginning 
of the year, the total assets of the com- 
pany now amounting to more than $3,- 
400,000. 





HAS $2,300,000 ASSETS 





West Coast-San Francisco Life Figures 
—New Line of Policies in 
Prospect 





The West Coast-San Francisco Life 
—a consolidation of two coast compa- 
nies—has begun writing business. A 
new line of policies is under consider- 
ation. Thomas L. Miller is president; 
F. V. Keesling, Julian Sonntag, E. D. 
Roberts, Victor Etienne and I. A. 
Ewing, vice-presidents; Gordon Thomp- 
son, secretary; George H. Bradley, ac- 


tuary; Dr. W. R. Cluness, Jr., medical 
director, and B. W. Ford, treasurer. 
The San Francisco Life brought 


about $9,000,000 of business to the com- 
bined Company. The figures of the 
consolidated Company follow: 


DEE, cubioced bad bet cervatacs $2,300,000 
Business in force........... 33,000,000 
ME Xe hho aca nena wa eels 350,000 
Surplus to policyholders.... 500,000 
errr ere 1,700,000 





WHEN FAMILY NEEDS HELP 

In an article in Moody’s Magazine 
for February, upon the insurance needs 
of the industrial classes, the following 
statement occurs: 

“Investigation shows that two-thirds 
of all those obliged to appeal for as- 
sistance find themselves in this impov- 
erished condition only during the first 
year following the death of the family 
provider. This is caused, in numerous 
instances, by an extravagant outlay for 
the funeral of the deceased and an ab- 
solute lack of knowledge on the part of 
many suddenly bereft women as to how 
to take proper care of such small sums 
as may be left over from the proceeds 
of an insurance policy after the pay- 
ment of funeral expenses.” 





JUNE, 1915, 1NCREASE 

During the first fifteen days of June, 
1915, the New York Life received at 
its home office from all parts of the 
world 6,956 applications, for $16,653,- 
472 insurance. The new applications 
received at the home office for the first 
fifteen days of June, 1914, nambered 
6,066, $15,981,417. This is an increase 


of 890 applications, for $672,055 insur- , 


ance applied for. 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








REMEMBER 
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The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


the Southwest 








Life Insurance and Texas 





States. 





Texas has more than four million people, made up of 
home grown population and the best selections from other 
i They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


Address— 


DALLAS, TEXAS 








co 


w. 





J P 


ginia, Illinois and Indiana. 
Company. 


The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
OO Serr Siaiwuacae coccccce cocccee §«62,485,683.33 
See Beek ress, Se seceeeeeee 1,803,659.29 
See oT meee ree. ae eae Scns wraice ole 453,249.23 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


‘We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 


105,363.49 


eeeee eter ewes 











Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








BUSINESS INSURANCE 
A number of agents seem to have the 
idea that business insurance should 
always be placed in the form of joint 
policies, says a writer in the Pacific 
Mutual News. This is a decided mis- 
take. Joint policies, like term insur- 


ance, should be resorted to only when 
the desired amount of insurance can- 
not be paid for on a more costly form. 
The joint contract is less advantageous 


than single policies, to the insured, to 
the Company and to the agent. The 
salesman who does not clearly realize 
this cannot be conversant with the fea- 
tures of the respective contracts and 
will do well to make a study of them. 





Louis N. Spielberger has been ap- 
pointed receiver for Lockyer & Atwood, 
Inc., Philadelphia. 
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AN ATTASK ON RENEWAL 
CONTRACTS, AND A REPLY 


ALABAMA AGENT'S QUESTIONS 








Agency Compensation Determined 
Fairly By Competitive Conditions 
—Real Value of Contracts 





Birmingham, Ala., June 16, 1915. 
To The Eastern Underwriter: Inote 
with much interst in your valuable jour- 
nal of June 11 your reply to my ar- 
tide: “Is Renewal Contract Fair?” I 
shall try to briefly treat your reply by 
paragraphs. I have no fault to find 
with either my contract or company, 
with both of which I am perfectly sat- 
isfied 
lst Paragraph: Many of the points 
have been threshed out, but the objec- 
tionable features of the agent’s renewal 
contract has never been threshed out 
of the contract, as most companies 
have for years adopted the most se- 
vere form of contract for the agent. 
During my experience of about 16 years 
with the various insurance departments 
no company was requested, or made to 
cancel a contract which was unfair to 
the agent. I have referred only to a 


contract fair to the company and 
agent. 

2nd Paragraph: To my mind the 
reason why 50 per cent. of those en- 
gaged in the life insurance business 
cannot make a living, and, thereiore, 
necessarily forced out of it, is largely 
due to the average annual production 
of all active agents being about $70,000 
per annum, with an average premium 
of about $33.00 per $1,000 of insurance, 
or $2,300.00 in gross premiums; aver- 
age first year commission 40 per cent., 
or $920.00 or $76.00 per month. When 
taking into account the unpaid premium 
notes and other losses which the agent 
must make good, under such conditions 
necessity for a greater income forces 
him to seek a more remunerative line 
of business. I believe it is generally 
conceded that the agent who procures 
in paid business $150,000 per annum is 
in Class A and may be capable of pro- 
curing insurance from the Supreme 
Judge or Cabinet Officers and earning 
more than they do; but is his rich re- 
ward secure? 

3rd Paragraph: I am of the opinion 
that we are operating in the age of 
specialists, which requires the sales- 
man to know his lesson, policy, agent’s 
contract and company; to speak kindly 
of his competitors, retain his knowl- 
edge of the business, and procure the 
applications with the least number of 
words. Coupled with a contract fair to 
agent and company, it is reasonable to 
assume that there would be no basis 
upon which the agent could base a 
complaint as to remunerations. 


4th Paragraph: Some companies are 
open to criticism for fostering upon 
the unsuspecting agent a so-callei re- 
newal or compensative contract, and 
calling his attention to the life-size pic- 
ture of his future compensations only 
for the agent to learn later that the 
contract is not what it seemed. I be- 
lieve it is generally conceded that any 
company procuring first year business 
at a cost not to exceed the first year 
premium is not going to the extreme 
by making with its agents a contract 
in keeping with sound business prin- 
ciples. At the time of the Armstrong 
investigation there were 65 life com- 
panies operating; at this time there 
are over 250. The increase in the num- 
ber of companies is largely due to lead- 
ing agents leaving the service of the 
former 65 and organizing companies of 
their own, in order that they could 
make a living. The following snows 
the cost properly chargeable to new 
business, which is copied from sworn 
reports made to the different insur- 
ance departments, showing the 24 com- 
panies in the one hundred million dol- 
lar class, and 24 young companies or- 


ganized within the past ten years, with 
a lower average cost ratio in procur- 
ing new business than that shown by 
the older companies, and among the 
younger companies there are many that 
are making a uniform and fair contract 
with the agent. Many agents are under 
the impression that due to small com- 
missions they are receiving their com- 
pany is placing new business on their 
books at a lower cost than the younger 
company which is paying the agent 
more for his services. While the agent 
receives only an average of 40 per cent. 
of the first year’s premium, over 60 
per cent. of the premiums are used to 
maintain the agency tield men. ‘This 
does not include any officers’ salaries. 
It is clear that there is room for im- 
provement in the agent’s behalf here. 


{Mr. Lynch has compiled some figures 
which he quotes in brief to this ettect: 
Average cost of first year business of 
twenty-four old companies, industrial 
insurance included: 1.47 per cent; aver- 
age cost of first year business of twen- 
ty-four young companies: 81 per cent. 
—Editor’s Note.] 


5th Paragraph: Some companies do 
consolidate, not because their financial 
condition requires it; only a desire to 
become big prompts it. Some compan- 
ies find it necessary to re-insure be- 
cause they were created by professional 
promoters who usually leave it with- 
out surplus and a group of inexperi- 
enced people to operate it; hence it is 
best to re-insure such company’s busi- 
ness. In the history of the last 35 years 
it has not been shown where any legal 
reserve company was not attractive as 
an applicant for re-insurance; chey 
seem to have more than sufficient re- 
serve to take care of their business. 
The premium income on a reasonable 
amount of business should suffice. With 
such companies the renewal contracts 
are about the same, in fact one com- 
pany simply copies the other com- 
pany’s agent contract, i. e., the one they 
believe to be the shrewdest, really re- 
sulting in a misunderstanding at the 
beginning and not through re-insur- 
ance. Such contracts are legal, so is 
most any document that is executed, 
because the courts hold that law does 
not excuse the absence of knowledge, 
and unfortunately many of us are not 
in possession of sufficient knowledge 
of such documents. The insurance de- 
partments do not feel called upon to 
require the companies to make a uni- 
form and fair contract with the agent. 
As a rule the Commissioner is afraid 
the agent might call and write him an- 
other policy in order to be sure of the 
first year’s commissions. 


6th Paragraph: It being understood 
that proper methods be employed, a 
young company may write but one 
million new business per annum, of the 
proper class, for a period of 10 years 
and show a good profit and agency 
staff. In proportion to paid business, 
fifty million applies to an older com- 
pany with large amounts of insurance 
in force, heavy lapses, surrenders end 
maturities to offset. Any company 
which has fair contracts with their 


agents can show over 25 per cent. in- 
surance gained each year. 

7th Paragraph: If the renewal con- 
tract is of value as an estate of the 
agent and represents a renewal earn- 
ing capacity of $10,000, more or less 
for the past year, or proportionately so 
for previous years, the agent should 
have a valuable security upon which 
to borrow money, if he should need it. 
When offered as security, because of 
its defects ,it is not desirable. You 
will note by referring to first para- 
graph of my letter, I did not refer to 
borrowing money on futures or future 
earnings, only upon what the agent’s 
renewal or compensative contract is 
supposed to have earned and repre- 
sents. 

8th Paragraph: All companies be 
they mutual or stock, are referees in 
a sense and must pay the agent suffi- 
cient commissions to assure the com- 
pany the required amount of business 
to warrant its successful perpetuation. 
I do not believe that any company 
would make an extravagant or unfair 
contract to itself; nor do I believe that 
the agent who is anxious to see his 
company and his agency prosper would 
insist upon it. All he should get is 
such renewal and first year commis- 
sions as the company can afford to pay. 
The agent who is of value can finance 
himself through the power of his busi- 
ness. I regard life insurance as one of 
the greatest businesses in the werld. 
Why not the agents and companies get 
together and formulate contracts that 
will conserve the best interests of all 
parties concerned? By so doing the 
best results will be achieved. ‘the in- 
surance journals of the country nave 
done much to educate the insurance 
underwriters and make the great suc- 
cess of the insurance business possible. 

J. H. LYNCH. 





A REPLY 

The eight paragraphs are designed to 
illustrate and illuminate the central 
contention of the contract to agents 
being unfair and more particularly un- 
fair in the renewal features. To an- 
swer each point that is brought up to 
establish this general contention would 
lead a field into consideration of such 
unrelated phases of the problem as the 
amount of insurance which an oider 
company should write as compared 
with a younger one, with the relative 
expenses as between companies ot dif- 
ferent size adopting different scales of 
remuneration, and would iniroduce 
analysis of the quality and kind of 
business written that would differen- 
tiate such companies as the Mecropoli- 
tan, Prudential and John Hancock 
from other companies doing a different 
class of business, although otherwise 
comparable. 


Some pertinent questions on the cen- 
tral subject are: 

What is the value of an agent’s re- 
newal contract written under torms 
criticized? 

Why do these outstanding contracts 
not appear as liabilities in the com- 
pany’s statement? 

(Continued on page 9.) 





Occasionally we have an opening. 





State Mutual Life Assurance Co. 


a 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
January 1, 1915 


WS Sees Ree $46,516,911.00 
ars sébeeees 43,315,986.56 


Surplus (Mass. Standard). . 
INSURANCE IN FORCE ... 


Terry Tee $179,895,636.00 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 





3,200,924.66 


EDGAR C. FOWLER 


Superintendent of Agencies. 





THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts ‘Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 
Assets, Dec. 31, 


1914 ..........$70,163,011.03 
Lishilities .....0.0 65,159,426.58 
PE cen aveuaes $5,003,584.45 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY yin L. 

WILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 





EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 


256 Broadway, New York, N. ¥ 














1865 --- Fifty Years Old --- 1915 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














In commenting upon 
Carries as some one who has 
Much Insurance been successful in 
as Possible making a fortune, a 
great many remark: 

“Yes, he’s been lucky, all right.” 

Looking into the facts in such cases 
you will undoubtedly find that luck is 
missing. There is nothing to be found 
but work, persistence, commonsense 
and much foresight. 

A young Kentuckian was forced by 
failing health to change his home. In 
1875 he moved to Kansas, locating at 
Columbus. As many settlers were 
coming into Kansas at that time, this 
youth put his scant savings into lum- 
ber. By putting his profits back into 
the business, he soon became a con- 
siderable factor in the lumber trade of 
the Southwest. Constantly watching 
and studying the lumber trade in all 
its branches, and using common sense, 
diligence and a forethought of the fu- 
ture, this young man, R. A. Long, rap- 
idly gained a high place in finance and 
business, says Eugene Arnett. 

The career of R. A. Long is worthy 
of emulation by all. President of the 
Long-Bell Lumber Company and prin- 
cipal owner of a score or so of subsid- 
iary corporations, he is the greatest 
lumber merchant in the world. 

His investments, made after very 
careful thought, have been uniformly 
successful. Though he is now regarded 
as the most successful business man in 
the great Trans-Mississippi district, he 
has been no favorite of luck. His suc- 
cess is due to wisdom in his dealings 
and a careful study and consideration 
of the future. He is a firm believer 
in “old line” life insurance. His poli- 
cies aggregate more than three-quar- 
ters of a million—and would be much 
more if he were pow insurable. Multi- 
millionaire as he is, with an average 
income of more than a million a year, 
he has nevertheless made the work of 
his lifetime, his estate, even more safe 
and secure by his line of life insurance. 


. = « 

A will making argument 
Will is presented by the Bul- 
Making letin of the Missouri 
Argument Life, of interest to agents 
who have wealthy pros- 

pects. In part the Bulletin says: 
“When we think of the many great 
legal lights whose wills have been 


broken by the courts we are apt to con- 
sider the court decisions as a travesty 
upon law. But if we inquire deeply 
into each case the trouble will be found 
to consist in the almost universal de- 


sire on the part of man to exercise a 
peculiar power of his will after he is 
dead. 

“The cause of the contests is not 
found so much in the statement of 
legacies bequeathed as in an attempt 
to add conditions which are contrary 


to public policy or are palpably repug- 
nant to human justice. 

“The law books are full of notable 
cases of the most prominent lawyers of 
their day whose wills been bro- 
ken, conspicuous among them being 
Lord Coke and Blackstone who wrote 
text books of the highest authority on 
law. 

“There are two cases in our country 
that are worth mentioning by reason 
of the prominence of the men whose 
wills were successfully contested, name- 
ly, the late Samuel J. Tilden, and the 
more recent Horace H. Lurton, who 
was a justice of the Supreme Court of 
the United States. 

“The only way to make a will that 
will stand, or rather we might say, the 


have 


only way of being sure that a legacy 
will go to the party intended, is to 
adopt a plan which has already been 


adjudicated and pronounced sound, and 
insur- 


it cannot be denied that a life 


ance policy affords the best medium 
known to the world at this day. 

“No matter how rich the man, if he 
would be certain of providing for loved 
ones in a manner that he knows will 
be carried out to the letter, he should 
do so through a life insurance policy 
as far as possible. 

“It’s hard to conceive of a stronger 
point to be made with a rich man who 
feels that he should make a will than to 
show him how by a life insurance 
policy he can make certain of legacies 
to his family that will not be upset by 
possible voidance of his will by the 
courts. 

“If you have any rich prospects on 
your list try the ‘will making argument’ 
upon them. Many salesmen have found 
it to be the most powerful argument 
they could present to men whose af- 
fairs necessitate the making of a long, 
complicated will.” 


+. t s 
The Field Notes, of 
Need the Northwestern Mutual 
of Life, this month con- 

Specialists tains an interesting story 

on what it terms the 
need of the day specialization. The 
paper said in part: 

“This is the day of specialization. 
The sum total of the world’s knowledge 
has reached svch tremendous propor- 
tions that no one man can acquire a 
smattering of all information pertain- 


ing to even a small proportion of hu- 
man activities. It has come to the 
point where even in one branch of 
knowledge, for instance, electrical en- 
gineering, it is necessary for men to 
specialize in one certain phase of that 
branch in order to obtain the best re- 
sults. It is the natural outcome of what 


the political economists call the ‘division 
of labor’ or the ‘specialization of em- 
ployment.’ While it undoubtedly causes 
greater economy in production it un- 
fortunately tends to circumscribe the 
individual. He is confined in the rut 
of his specialty and does not need to 
acquire that broad general knowledge 
oi the relationship his specialty bears 
to his particular branch of knowledge 
or of the relationship the general 
business in which he is engaged bears 
to the other business and affairs of the 
world in which he lives. We are un- 
fortunately losing what fifty years ago 
they used to designate as ‘the well 
rounded man.’ 

“Fortunately the life insurance busi- 
ness from the standpoint of the sales- 
man has not become so complex that 
it requires specialists for different 
branches of the work. But what it does 
need are specialists on the business 
as a whole, those who can present the 
life insurance proposition to meet the 
needs and requirements of all classes 
and conditions of men. One great dif- 
ference between the life insurance 
specialist and the specialist in any 
other line lies in the fact that the more 
efficient a life insurance specialist is 
the more intelligent understanding he 
must have of all lines of business en- 
deavor. He must be able to talk in- 


telligently to those engaged in the 
most varied enterprises. No. other 


business in the world offers such op- 
portunity for mental growth as the life 
insurance salesman enjoys. If he is 
‘on the job’ he cannot avoid picking 
up valuable and useful information 
every day of his life. There is no rut 
in which to fall; it is a constant men- 
tal stimulus caused by an endless con- 
flict of wits. 

“There is no better way of securing 
interest in your kusiness than by dis- 
playing an intelligent interest in the 
business of the man with whom you 
talk. It is a most subtle form of flat- 
tery which not only warms his feelings 
but inspires his confidence in your good 
judgment and ability.” 








INSTRUCTION 


A CORRESPONDENCE COURSE OF 
IN LIFE INSURANCE 











field work. 


and __ Official 








Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 


While the Regular Course of 27 Lessons 

Answers 

exclusively for Equitable representatives, 

the Preliminary Course consisting of 3 

Lessons will be sent to anyone on request. 
Address: 


Correspondence Course Bureau 


The Equitable Life Assurance Society 


OF THE UNITED STATES 
P. O. Box 555 


are reserved 


New York City 























Profitable results came of 
Team Work two International Life 
in Small agents working together 
Towns two months in a small 
town district of one of 

the Western States. Following is the 
showing made for the two months’ 


work: 
Occupation No. of Apps. Amount 
ee, ee 14 $42,000 
Store Clerks ....... 9 18,000 
a. ae 8 16,000 
oe 2 4,000 
Hotel Clerks ....... 4 6,000 
Elevator Agents ... 2 3,000 
Railroad Clerks .... 2 3,000 
Traveling Salesmen. 1 2,000 
Electrical Engineer. 1 2,000 
PRPOICIMM 5. oc c00 1 1,000 
44 $100,000 


Except two applications from farmers, 
written on farms, all the business was 
secured in small towns. No one was 
solicited to take less than $2,000, with 
result that only twelve of the forty-four 
applications were for less than that. 

“Don’t forget that it is a very poor 
idea ever to talk less than $2,000 or to 
write a $1,000 policy until you absolute- 
ly have to,” says the International. “Of 
course, judgment should tell an agent 
when he _ should strike for larger 
amounts.” 

The experience of the two men, doing 
“team canvassing” in the country, 
shows what live agents can do in life 
insurance even when they confine them- 
selves to those who cannot carry big 
policies. If the average is kept up for 
a year it will mean $300,000 for each, 
which is a record not to be sneezed at 
even by city fellows who like to talk 
big policies only. It proves that those 
who keep everlastingly plugging ust 
can’t miss selling vig bunches of life 
insurance. The main thing is, keep 
at it. 


* 2 * 


THE BAROMETER OF SUCCESS 


Is there need for life insurance? 
The answer is found in this Financial 
Barometer. According to the “Law of 
Average” the following facts face us. 

From 16 to 25 years of age—The 
age of wild oats. Everything to gain 
and nothing to lose. The egotistical 
period son thinks he knows more than 
Dad. 

From 25 to 35 years of age—He be- 
gins to realize that he knows so little. 

From 35 to 40 vears of age—The 
crystallizing period. If man has not 
worked out the formula of success by 
40 there is little hope. 

From 40 to 45 years of age—74 per 
cent. of all men meet with reverses 
during this period and lose their entire 
accumulations. Forty-five is the danger 
line. 

At 50 years of age—Only one in 9,00 
recovers his financial tooting. 

At 60 years of age—95 per cent. of 
men are depending upon their daily 
earnings or their children for support, 
or charity. 

At 65 years of age—oOnly three men 
in 100 are self-supporting. 97 per cent. 
depend absolutely upon others for the 
necessities of life. 

If you reach the age of 60 will you be 
one of the five successful self-support- 
ing out of every hundred? Or will you 
be one of the 95 depending upon others 
for the necessities of life?—George 
Washington Life’s Review. 





KILLED IN AUTO COLLISION 

Charles Joseph McKay, who was an 
agent for the Metropolitan at Norwich, 
Conn., died at the Bachus hospital last 
week from the effects of an automobile 
collision. Mr. McKay was in the em- 
ploy of the Metropolitan for more than 





twenty-three years in various capaci- 
ties. 
W. H. Cummings, who has been @ 


life insurance man less than two years, 
is making a good record in Harrisburg, 
as general agent of the National Life 
ot Vermont. 
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Attack on Renewal Contracts, and a Reply 


(Continued from page 7) 


If the contract is not a liability in 
the company’s annual statement, can 
it be an asset to the holder thereot? 

Does the reservation of the right to 
cancel the contract on 30 days’ notice 
of termination by either party to the 
contract make the contract unfair? 

Why this attitude of the Insurance 
Department to be less alert to a con- 
tract unfair to the agent than they are 
to one unfair to the company, conced- 
ing that there are such contracts for 
the purpose of the contention? 


Renewal Contracts Made in the Open 
Market 


All these questions are inter-reiated 
to the extent that the best answers can 


be drawn from a brief rehearsal of 
the points involved in one general 
statement. 


Renewal contracts are made witn the 
agent in the open market. In using 
the word “renewal” we have general 
reference to the remuneration paid the 
agent subsequent to the first commis- 
sion, but the statements made herein 
will generally apply to the whoie sub- 
ject of agency remuneration. 

The agency remuneration is deter- 
mined by competitive conditions. Com 
monly, the younger and newer com- 
panies must offer nigher rates of re- 
muneration to the agent than the older 
and better established companies—this 
for obvious reasons brought about by 
the attitude of the agent nimself. 
Among the larger and better estab- 


lished companies the same phenome- 
non appears in the one company main- 
taining an excellent agency force upon 
contracts offering lower commissions 
and renewals than another company 
similarly circumstanced, the reason 
here being that the man accepting the 
smalier commissions is of the opinion 


that he represents a company with the 
more saleable article and, therefore, 
that the lower commission contracts 
will, on the whole, prove more profit- 
able to him. 
Expectation of Returns 
The ability to make agency contracts 


and renewals at one scale rather than 
another is governed by the simple prin- 
ciple of expectation of returns. Now, 
all companies reserve this cancellation 


privilege as a necessary factor for main- 
taining the control of their business. 
The agent is paid for his work but 
the business belongs to the company. 
This is recognized in even statutory 


requirements where twisting is made 
a penal offense. The cancellation of 
an agent’s contract does not necessar- 
ily or customarily entail cancellation 


of his renewals. 

Commonly, when an agent has 
worked a year or has produced a cer- 
tain quota of business, his renewals 
are guaranteed in full or in part, but 
with the right to impose a so-calied col- 
lection fee in event of termination of 
contract. This means that a general 
agent who by persistency in the service 
has earned 9 renewals at 7% per cent., 
for example, would have these renew- 
als guaranteed during the continuance 
of his contract, or in event of its dis- 
continuance would have them guaran- 
teed to the extent of a 6% per cent. 
renewal, 1 per cent. being deducted as 
a so-called collection fee. 


With some companies the principle 
is applied differently, but it reduces 
to the same point, namely, that there 
is a certain sacrifice required in event 


of discontinuance of general agents’ re- 
hewals, but not the forfeiture of the 
renewals. The case of the sub-agent 
is different only in degree because the 
general agent will determine in his 
own way what length of service to re- 
quire or what vital business to require 
for earning of renewals, the number 
of renewals to allow and the extent of 
forfeiture in event of discontinuance. 
Renewal Account Often a Big Asset. 

With all these qualifications it be- 
comes plain that a renewal account is 
a big asset if earned, even though the 
contract is subject to cancellation. and 


a collection fee. Therefore, the life in- 
surance companies have outstanding 
enormous liabilities to their agents in 
future renewals now earned on business 
previously written. This does not go 
into a life insurance company’s annual 
statement for the reason that these 
renewals are conditioned on the pay- 
ment of future renewal premiums and 
that future renewal premiums are not 
admitted to any extent in the annual 
statement not even in the form of dis- 
counted future loadings on these pre- 
miums. Therefore, the life insurance 
companies which purchased business at 
a large first year cost not justified by 
the loading on the first year premiums 
are amply justified in the investment 
because of the future loadings, which 
will be returned in the natural course 
of events. Not being allowed to take 
credit for this future loading, they are 
not in any position to admit liabilities 
to the agent on that portion of these 
future loadings which constitute the 
renewal interest of the agent. The life 
insurance company is justified in com- 
muting the renewal interest of the 
agent, not by means of removing any 
liability from the bcoks of the com- 
pany, but as a good investment for 
the company. The large companies 
which have within the past several 
years changed their system from a gen- 
eral agency system to a salaried man- 
ager system have paid out thousands 
and thousands of dollars in purchase of 
renewal accounts from their agents. 
In fact, many general agents to-day are 
conducting their business through the 
financial assistance of banks whose se- 
curity lies chiefly, or in some part, in 
the renewal interest of the general 
agent. 
What Insurance Reports Show 

Renewal accounts are not coilateral 
in any sense that a man could borrow 
upon them as he could upon govern- 
ment bonds. Here many features must 
be taken into account, some of which 
find a more or less accurate paralle’ of 
the ability of a man with expanding 
business to borrow more or less on his 
future expectations of profit. 

Renewals have proven to be of no 
value to many agents because the 
agents have not stayed in the business 
to earn them. 

Any agent who wants to get the 
value of renewal accounts would find a 
study of the New :iork Insurance Ke- 
ports highly suggestive. In going over 
these reports we tind general agents’ 
renewal accounts listed at large figures, 
while some part of it, in most cases, 
is in turn paid to the sub-agent, but, 
to whomever paid, it is a potent argu- 
ment as to the real value of renewals. 





SKETCH OF GEN. DU PONT 
(Continued from page 2.) 


building of the Equitable he proposed 
to retire from work. rast on the heels 
of this, however, came word just a few 
days ago that he had bought control of 
the Equitable stock trom Mr. Morgan. 

The Du Pont Powder business was 
established by Gen. du Pont’s great- 
grandfather, Eleuthere du Pont, who 
in 1802 built a powder mill on the banks 
of the Brandywine, not far from Wil- 
mington, Del., where it still is the leaa- 
ing headquarters of te great industry 
developed during the century and more 
which has passed since then. It is said 
that one of the grea:e2st sources of sat- 
isfaction for the present generalivn of 
cu Ponts is that on their payrolis to- 
day are not a few descendants of those 
who were employed in that little mill 
on the Brandywine il2 years age. It 
may be further remarked that since 
the close of the American Revoiution 
the United States has fought its wars 
largely with du Pont powder. The 
first real test of the enterprise came 
in the War of 1812, when Eleuthere du 
Pont showed that so far as explosives 
were concerned this country was equal 
to the Old World. 

Eleuthere du Pont established it as 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 

By the People 

—_ : For the People 

The Daily Average of the Company’s 

Business during 1914 was: 

626 per day in Number of Claims Paid 

8,040 per day in Number of Policies 
Issued and Revived. 

$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








Is Paying its Policyholders over .......... 
GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1914; 





»138,324,57 
9,410,670.62 
+727,653.95 
99,256,046.00 
veel 15,423,933.48 
+s ++eee+-1,250,000.00 annually 


FOR LIVE AGENTS 








WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


OF THE 
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Assets over One Million. 


(average One Million a month). 
We want a capable general 
Important open territory. 





The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 


Business received first eight months, 1913, over Eight Million 


agent for vacant office. 








a guiding principle that his business 
should bear a semi-nfficial relation to 
the Government, and that when need 
arose everything was to be made sub- 
servient to the needs of the country. 
Patriotism was a watcaword with him, 
and so it has remained with his sons 
and grandsons to this day. It is a mat- 
ter of record that the du Pont concern 
has never taken advantage of the ne 
cessities of the Government to raise 
its prices or increase its profits. It is 
also a matter of record that all the ef- 
forts of the Government to manufac- 
ture its own powder have met with the 
support of the du Ponts. Formulas 
and trade secrets worth millions have 
been placed at the disposal of the Gov- 
ernment’s powder makers. 


In a talk at Seattle before the West- 
ern Washington Agency of the com- 
pany L. K. Passmore, vice-president of 
the Penn Mutual Life, made this 
statement: 

“The desire to be of best service to 
the public is uppermost in the minds of 
representatives of all institutions, or 
they do not succeed.” 

William King, who has been with the 
Mutual Benefit Life at St. Louis, has 
been appointed general agent in East- 
ern Missouri for the New Engiand Mu- 
tual Life. * 


The North American Union, a Chi- 
cago fraternal, has absorbed the Life & 
Annuity Association of Kansas. 
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CHICAGO PART-TIME ACTION 

At a meeting of the Life Underwrit- 
ers’ Association of “hicago this week 
there was another lively discussion of 
the part-time agency question. It re 
sulted in the adoption of a resolution 
declaring it the sentiment of the Asso- 
ciation that no one oe appointed as an 
agent by a company, Manager or gen- 
eral agent to solicit business in Chi- 
cago unless he intends, within a rea- 
sonable time, to become a full-time sol- 
icitor of life insurance. It is announced 
that having disposed of the part-time 
question the Association will adjourn 
until Fall when it will take up the sub- 
ject of twisters. 

The Life Underwriters’ Association 
of Chicago should be thanked for the 
interest it is showing in a question 
that is disturbing an influential and 
powerful division of the business. 
Nothing but good can come of discus- 
sion of the question, because any new 
light thrown on this subject is wel- 
come. Moreover, there is no objection 
to life underwriters’ associations ex- 
pressing a sentiment that business get- 
ting be confined exclusively to their 
own ranks. There is doubt, however, 
and a grave one, whether this senti 
ment should result in action whicn 
would bar thousands of men from solic 
iting life insurance because they do 
not intend to solicit insurance exclus- 
ively in the future. Furthermore, if 
the “sentiment” of the Chicago ‘Asso- 
ciation be adopted it will not be long 
before part-time agents appeal to the 
courts alleging that one of their means 
of livelihood is imperiled. The best 
minds in insurance believe that it is 
ur constitutional to say that a man shall 
devote all of his time to some pursuit, 
or that he shall be disqualified because 
he devotes only part of his time to it. 
There are part-time evils that can be 
eradicated. Part-timeism itself can- 
not be. 





SERVICE FOR AGENTS 

The suggestion of G. T. Amsden, 
president of the New York State Local 
Fire Insurance Agents’ Association, 
that the Association maintain a service 
bureau to assist agents in keeping their 
lines on their books is a good one, but 
impractical In order to meet broker- 
age competition through a bureau serv- 
ing agents it would be necessary to 
maintain a larger organization than any 
agents’ association can support. One 
man could do nothing, even if they paid 
him $10,000 a year, and they would 


have funds to give him not more than 
$2,000 or $2,500. If the service man- 
ager were a success .chere would be so 
many demands for his services that he 
would be swamped. The service bu- 
reau is all right in principle. It 1s easy 
to say that if the agent knew his busi- 
ness he would not tose lines because 
of superior knowledge on the part of 
brokers in showing the assured now 
to improve his risk. Many large agents 
are quite competent to deal with the 
shrewdest brokers, and have done so, 
but in the smaller towns agents have 
not the experience or training which 
enables them to defeat New York, Chi- 
cago and Philadelphia brokerage firms. 
These are the men -n particular who 
would be helped by the bureau. But 
unless all agents or most of them in 
the State join the Association they 
must continue to fight hard competi- 
tion as best they can, with the aid of 
their companies. 


PREDICTS BOOM 


Walter Buckner, Jr., of New York Life, 
Says West is Recovering from 
Financial Depression 


Walter Buckner, Jr., second vice- 
president of the New York Life, after 
a tour of the West, predicts that 1915 
will be a most prosperous year. Speak- 
ing of business conditions in the South- 
west and Canada, he said: 

“The insurance business during the 
first six months of this year has in- 
creased over the same period of a year 
ago, and insurance is indicative of gen- 
eral financial conditions.” 

“The West is rapidly recovering 
from the financial depression of last 
fall. Business is booming. In Canada 
the banks are so well stocked with 
money that many of the bankers are 
refusing to accept deposits at interest. 

“The war and fear of hard times 
caused the people to become economi- 
cal. They are now getting over their 
scare and beginning to invest. When 
the West begins to prosper it is a sign 
that conditions throughout the country 
are better. 

“Canada and the Northwest suffered 
considerably because of reaction from 
the recent boom, but the country is 
now recovering.” 


AMERICAN SURETY OUTING 

The annual outing of the employes 
of the American Surety Company of 
New York was held at the Parkway 
Hotel, Ocean Boulevard and Avenue L, 
Brooklyn, on Saturday afternoon. 

A ball game between two teams com- 
prised of company employes consti- 
tuted the first part of the program. 

After the ball game, which resulted 
in a score of 7 to 4 in favor of the 
Hikers, the party adjourned to the 
hotel where a splendid dinner was 
served. 

The affair was voted a success in 
every way, for which fact much credit 
is due to the able management of W.C. 
Lloyd. 


G. F. Michelbacher, superintendent 
of the permanent disability rating de- 
partment of the industrial accident 
commission of California, is a new 
member of the staff of the Workmen’s 
Compensation Service Bureau of New 
York, under Prof. A. W. Whitney. 

Prof. Whitney was formerly of the 
University of California and Mr. Micn- 
elbacher was a student under him there. 
They were both instrumental in for- 
mulating the schedule of rating for per- 
manent disabilities and are pioneers 
in social insurance systems of work- 
men’s compensation. On the eve of 
leaving San Francisco Mr. Michel- 
bacher was given a dinner by his as 
sociates in the Industrial Accident 
Commission of California. 

















The Human Side of Insurance 

















METROPOLITAN OFFICIALS AT ATHLETIC MEET 


Left to Right: 
George B. Woodward, 


John R. Hegeman, president of the 
Metropolitan, and some of the other 
officers of the company attended the 
sixth annual field day of the Metropoli- 
tan Life Insurance Athletic Association 
at Celtic Park on June 18. More than 
3,000 employes watched the games. A 
photographer took a snap of Mr. Hege- 
man and other officials, a reproduction 
of which is shown on this page. In- 


John P. Lauber, vice-president of the 
newly formed Insurance Society of Bal- 
timore, has won underwriting fame by 
the remarkable showing of his com- 
pany, the German, of Baltimore. This 
company, operating largely in Balti- 
more, was organized in 1865 and even 
the year of the Baltimore fire paid divi- 
dends. On a premium income, which 
runs between $170,000 and $202,500 a 
year, it has built up a surplus to policy- 
holders of $1,220,010. Underwriters 
have been interested in watching the 
surplus climb from the time of the Bal- 
timore fire to the present date. The 
company is closely affiliated with build- 
ing and loan associations, getting a tre- 
mendous volume of this business. 


* * * 


B. F. Webb, Jr., has been placed in 
charge of the casualty office of the 
Fidelity & Deposit in Chicago, effec- 
tive as of July 1. Mr. Webb has been 
with this company for six yesrs and 
has demonstrated his fitness for his 
new post. He is experienced in ali the 
casualty lines and has a wide acquaint- 
ance among the brokers in Chicago. 


* * * 


Edward Shoemaker, superintendent 
of the West Coast Life, of Sacramento, 
Cal., who organized and is president of 
the new Sacramento Life Underwriters’ 
Association, started his insurance ca- 
reer in 1897 with the Metropolitan 
Life. He remained with that company 
for two years when he accepted a posi- 
tion with the Prudential Life. After 
serving some time with the Prudential 
he started as an agent for the Guar- 
anty Life Insurance Company, of 
Davenport, Ia. He soon rose from the 
position of agent to supervisor. Later 
he was one year with the Public Sav- 
ings Insurance Company of Indianapo- 
lis as field manager. He became con- 
nected with the West Coast Life two 
years ago as assistant superintendent. 
He was soon appointed superintendent 
and has made a good showing in Sac- 
romento. 


Norman Moray, manager of the Hart- 
ford A. & 1. is en route to the Coast 
where he will inspect the agencies of 
the company in that section. While 


in the West he will make his head- 
quarters in San Francisco. 





Frederick Taylor, John R. Hegeman, I. J. Cahen, W. J. Tully, 


James Victor Barry. 


cluded :n the picture are George B. 
Woodward, Frederick F. Taylor, Wil- 
liam J. Tully, James V. Barry and I. J. 
Cahen. 

The photo was taken within the track 
oval, and there was cheering and way- 
ing of Lanners by the crowd in the 
stands. That there was considernble 
interest taken in the games is shown 
by the fact that there were fifty start- 
ers in the girls’ 75 yard egg race. 


John C. Eisele, of Eisele & King, has 
been connected with the Equitable Life 
Assurance Society for more than a 
quarter of a century. Since 1911 he 
has been a partner of H. W. Maul & 
Co., general agents, as well as having 
interests in important banking enter- 
prises in the city of Newark. His first 
position was a clerk in a mercantile 
establishment. While still in his ‘teens 
he turned his attention to insurance 
and became a solicitor for the Equita- 
ble. He soon was appointed a man- 
ager. He formed his partnership with 
Nathaniel King in 1904, with whom he 
conducted a flourishing agency for the 
Equitable for a number of years under 
the name of Eisele & King. Mr. Eisele 
led the entire agency force of the 
Equitable in personal production during 
March, and for the first three months 
of 1915. He qualified for the Quarter 
Million Club some time ago and early 
in April passed the Half Million mark 
for the Club year. Mr. Bisele during 
his many years of active work has cul- 
tivated a wide circle of friends, all of 
whom esteem him highly. 

7 


Harry C. B. Kederich, the youngest 
member of the Kederich quartet of 
agency directors of the New York Life, 
on June 11 completed his $200,000 or- 
ganization allotment. Mr. Kederich is 
in charge of the Cooper Square Branch, 
in the heart of New York city. 

+ * * 


Henry K. Shaw has been appointed 
superintendent of the rating depart- 
ment of the Philadelphia Fire Under- 
writers’ Association. Mr. Shaw has had 
a long experience in the Philadelphia 
field, and is a close student of rating 
matters. 

- o 7. 

Mark W. White, manager of the life 
department of McCarger, Bates & Live- 
ly General Insurance Agency of Port- 
land, recently addressed the Portland 
Y. M. C. A. business educational class, 
choosing for his subject “Life Insur- 
ance, Its Benefits and Salesmanship.” 


EXCISE BONDS IN THE WEST 

The State Law of Minnesota requires 
liquor dealers to file a $2,000 bond, but 
a large number of claims have been 
presented, and surety companies are 
contemplating an advance in the rate, 
which has been only $5. In Indiana the 
rate for each bond is $3.50. In Pennsyl- 
vania it is $5. 
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INSPECT NEW UNIFORM RULES 


MANY ASSOCIATION MEN HERE 


Two Years’ Hard Work on Clauses and 
Forms—Adopted by Eastern Union 
a Few Days Ago 


‘At the monthly meeting of the East- 
ern Union the uniform rules, clauses 
and forms which have been compiled by 
a committee of company officials, as- 
sisted by a number of experts from the 
underwriting and loss departments of 
representative companies, were finally 
accepted. These rules were submitted 
yesterday, Thursday, to representatives 
of the various underwriting organiza- 
tions and associations in the East. The 
association men came to New York with 
the keenest interest to hear the new 
rules, forms and clauses, the prepara- 
tion of which has taken an immense 
amount of work and has been in pro- 
cess for two years. The rules and 
clauses make quite a little volume; anda 
each has been most carefully consid- 
ered and has been refined in the course 
of successive reviews and conferences. 

It is understood that the Use and Oc- 
cupancy rules and provisions are not 
intended to be applicable at present to 
plants equipped with improved installa- 
tion of automatic sprinklers, penaing 
further consideration to be given to the 
matter by a Committee having the gen- 
eral subject of sprinklered risk under- 
writing in hand. 

The next meeting of the Eastern 
Union will be held in Atlantic City, in 
September. 





AGENT’S MAP RECEIPT 
Form Adopted By the Eastern Union 
at Its Meeting in New York City 
Last Week 


The Eastern Union has adopted the 
following form of agent’s receipt for 
maps: 

Date 

Received from the 
Insurance Company, of 


of Sanborn Map (or corrections there- 
ie UO 16 cise beawewace issue of 19..., 
for the use of my agency as shown by 
copy of original bill (which has been 
paid by me), an apportionment of the 
charge based upon the entire fire pre- 
mium receipts of my agency, which pay- 
ment shall represent the interest of 
a ree ee Insurance (om- 
pany in said map and corrections there- 
to, and which sum (and other amounts 
named under similar receipts) is to be 
refunded to the said 
Insurance Company, in the event of the 
termination of my agency of said com 
pany for any cause, unless said map is 
surrendered to said “ompany, or trans- 
ferred to some other company or 
agency in lieu of said refund, under an 
arrangement acceptaple to said com- 
pany. 


IS? St. dv cooks vdeeades 


Total Fire Premiums of 
Agency for 12 months 
PE citeddutwaneas 
Total bill from Map Co., $....... 





WILLIAM H. SMITH TO RETIRE 


William H. Smith, a member of the 
frm of Charles E. 2arker & Co., of 
Hartford has annouaced that he will 
retire from the company on July 1. 
The firm is the New England agency 
for the Insurance Company of North 
America, the Alliance insurance Com- 
pany of Philadelphia and the Philadel- 
phia Underwriters. 











The stockholders of the Capital Fire 
of New Hampshire nave voted to in- 
crease its capital stock from $20v,000 
to $300,000. 


NON-BOARD SITUATION 





New York Insurance Department Still 
Waiting for Information Regarding 
Classification of Cities 


The report up-State that the New 
York Insurance Department has thrown 
out the rate filings of the non-board 
companies as unsatisfactory, is not 
true. What the Department has done 
is to question the non-board companies 
about their method of arriving at 
classifications. Representatives of the 
non-board companies have held a num- 
ber of meetings, the results of which, it 
is understood, have not yet been com- 
municated to the Insurance Depart- 
ment. 

The Department has shown no d“sire 
to press the non-board companies, be- 
lieving that they should have as much 
time to solve their difficulties as the 
State asociation companies were given. 





EXAMINE ALBANY FIRE 


New York Insurance Department’s 
Report Shows Surplus to Policy- 
holders of $711,967 


The New York Insurance Depart- 
ment has completed its examination of 
the Albany Insurance Company. This 
company was chartered March §&, 1811, 
with a capital of $500,000. In 1829 the 
capital was reduced to $3v0,0C00; in 
1851 to $100,000. In 1857 it was in- 
creased to $125,000; in 1859 to $150,- 
000; in 1872 to $200,000. In 1889 by 
declaration of a_ stock diviaend, 
amounting to $50,000, the present capi- 
tal of $250,000 was established. 


The gross premiums in 1914 were 


$433,930. Losses paid during 1914 were 
$211,325. The ledger assets are $1,10%,- 
049. The surplus to policyholders is 
$711,967. The home office building is 


worth $75,000. The company operates 
in New York, New Jersey, Pennsyl- 
vania, Massachusetts, Rhode Island 
and Connecticut. 

“The company deemed it advisable 
to borrow money in order to meet heavy 
Salem conflagration losses incurred 
during the year rather than to dispose 
of any securities in the unfavorable 
state of the market,” says the Insur 
ance Department examiner. 


THE FEDERATIONS 





Not Much Progress Being Made in the 
East in Way of New Membersnip 
is Report 
The Insurance Federation in New 
York State seems to be marking time. 
After the first great influx of member- 
ship interest seems to lag somewhat. 
At the New York State local agents 
meeting in Utica last week several 
representatives of the Federation were 
present, but the body was not discussed 
at all. Neither was there any discus- 
sion at the Pennsylvania local agents 
meeting. The Federation men, how- 
ever, maintain that their organization 
is more important than the Pennsyl- 
vania agents’ association, and intimate 
that the reason the Pennsylvania 
agents threw down their membership 
bars was to combat the Federation, 

which has overshadowed it. 


NOW A $300,000 COMPANY 
North Branch of Sunbury Expanding 
—Will Enter New York and Other 
States 
The capital stock of the North Branch 
Fire Insurance Company of Sunbury, 
Pa., has been increased from $200,000 
to $300,000. The company will enter 
New York State, and it is reported 
that it will also transact business in 
several other States in addition to 

where it is now entered. 
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IN DOUBT ABOUT MEETING 
Coast, Louisville, New York and in- 
dianapolis Want National Associa- 
tion of Agents 


A bulletin issued by the National As- 
sociation of Local Fire Insurance 
Agents gives the impression that the 
annual Convention of the Association 
may not be held in (Indianapolis. 
Agents in that city have agreed to con- 
cede their claims if it becomes neces 
sary to select another place. The bul- 
letin says that a special committee 
of Louisville agents has been appointed 
to take action in the matter shduld de- 
velopments lead to the consideration 
of that city as a meeting place. An 
invitation from New York City has at- 
tracted attention, but the bulletin then 
says: 

“The most interesting news is an in- 
vitation received from the California 
Association to meet in San Francisco 
at the time of the World’s insurance 
Congress. The California and Wasn- 
ington Associations ‘yill undoubtedly 
now come into affiliation with the Na- 
tional ‘Association, and new organiza- 
tions probably will be formed in Ore- 
gon and other States on the Pacific 
Coast. The Coast people seem to feel 
that affiliation with the National Asso- 
ciation at this time will result in the 
organization of the entire group of Pa- 
cific Coast States. 

“All these developments are being 
considered by the National Association 
with a view to arriving at a decision 
which will make everybody happy. 
The central location of Indianapolis 
gives promise of the largest attendance, 
which is greatly to be desired at this 
time. The National Association is anx- 
ious also to be represented at the 
World’s Insurance Congress and to send 
a strong delegation to meet wiln the 
Coast agents.” 





The Grasselli Chemical Co. of Cleve- 
land has insured its 700 employes un- 
der a group policy, each employe being 
insured for $2,000. 





TALKS TO ROTARY CLUB 


W. B. Flickinger Tells Erie Men of 
Growth of Insurance From Londcn 
Fire Down 


W. B. Flickinger, general agent of 
the Philadelphia Underwriters, in an ad- 
dress before the Rotary Club of Erie, 
Pa., told of the early history of insur- 
ance from the founding of the first 
agency by the Lloyds Company of Lon- 
don more than two centurys ago. 

“The Sun Fire Insurance office of 
London was created in 1710, following 
a conflagration. The Lloyds, incorpor- 


ated only to insure loss on the sea 
preceded it. 
“The Hand-in-Hand Insurance Com- 


pany of Philadelphia was the first com- 
pany in the United States. It was fol- 
lowed by the Insurance Company of 
North America, which was the first 
stock fire insurance company in this 
country. Erie was the western head- 
quarters for this company for forty- 
seven years. Jerome F. Downing was 
agent. 

“Twenty-five per cent. of the fire loss 
is caused by incendiarism and 50 per 
cent. is preventable. If juries would 
learn to convict persons being tried on 
charges of arson the country would 
benefit.” 


WILL ENTERTAIN EACH OTHER 


Eastern New York State Specials and 
Albany Locals Hold Annual 
Outing To-morrow 


The Albany Field Club and the Al- 
bany local agents will be guests of each 
other at an outing at Saratoga on 
Saturday William J. Bryan’s Dove of 


Peace is the emblem of the Eastern 
New York field men and the Albany 
locals. No brothers could be thicker. 
The officers for the occasion will be as 
follows: Chaplain, Peter D. Kiernan; 
Orator, Bert Maxson, of the Continen- 
tal. Following the games there will 


be a debate whether to pay the salary 
of Charles H. Smith, secretary of the 
Field Club, by check or money order. 
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NEW JERSEY NOTES 




















NEW RULE CHECKMATESSCHEME 


BROKER’S CO-INSURANCE TRICK 
Blanket Policies Without Co-insurance 
Must Pay 100% Increase Over 
Policies With Clause 
Several lines in New Jersey have re- 
cently been written under blanket form 
without co-insurance. One risk, where 
there was $250,000 insurance carried, 
was cut down to $50,000 at the flat 
rate under blanket policy. 

New Rule 

As a result of this the following 
change has been made in blanket pol- 
icy rule by the New Jersey rating 
office: 

Blanket policies where co-insur- 
ance clause is not made part of 
policy contract (unless otherwise 
specifically provided for) must pay 
100 per cent. increase in rate over 
rate charged for policies using any 
stipulated co-insurance clause, said 
increase in rate in no case to be 
less than $1.00 per $100 per annum. 
Formerly, the advance was 33 1-3 

per cent. over co-insurance rate, which 
usually brought the rate up to the flat 
rate. 

Limit of Absurdity 

A well-known spevial agent in dis- 
cussing the situation said: 

“The limit in absurd propositions by 
brokers has recently been reached in 
taking a flat rate for blanket policies 
upon risks rated under $0 per cent. co- 
insurance blanket, covering in.various 
districts, and offering the flat rate un- 
der an old rule. ‘The companies are 
handed a gold brick in issuing a pol- 
icy providing anywhere trom 20 to 40 
per cent. of the value. Recently, the 
propositions of this kind have grown 
so wild that no success has attended 
the efforts in placing. the companies 
generally detecting the scheme, and 
acting accordingly.” 


POMPTON LAKE’S CHANGES 
The New Jersey office of schedule 
rating expert has put Pompton Lakes 
in Class E. It was formerly in Class D. 
Engineers from the office have re- 
cently been in Pompton Lakes and in 


Dover. Pompton Lakes has recently 
installed a water system and a fire 
alarm system, and is contemplsting 


changes in fire department. 


TWENTY-FIVE YEARS WITH QUEEN 

M. B. Jones, special agent of the 
Queen, is celebrating the twenty-nfth 
anniversary of his connection with that 
company, and his thirtieth year in the 
fire insurance business 


DIXON VISITS HOME OFFICE 

John Udell Dixon, special agent of 
the Newark Fire, visited the home of- 
fice this week. Mr. Dixon’s headquar- 
ters are in Albany, and he is one of 
the most efficient of the New York 
State field men. 


MAY DROP NEW JERSEY MEN 
Underwriters’ Association Thinks 
Three Executive Committeemen 
From That State Unnecessary 





The Underwriters’ Association of the 
Middle Department is thinking of drop- 
ping from its executive committee the 
three members of the Executive Com- 
mittee of the Association who repre- 
sent companies in New Jersey. The 
idea is that the Association has no 
rate or rule jurisdiction over New Jer- 
sey, and that three executive commit 
teemen from that State are unneces- 
sary. 








BROKERS ACTIVITIES 














London Renewal Commissions 

‘A case that in interesting every in- 
surance broker in Lundou is in ‘the 
Courts of that city. rj.e aci‘on was 
brought by A. H. Swain, insurance 
broker, of Leicester, against the Cor- 
poration of Insurance Brokers and 
Agents, London, to recover £5) under 
an undertaking or guarantee. Piantiff 
was a member and fellow of the Cor- 
poration, subscribing to its funds the 
annual sum of £3 Js. One of its ob- 
jects was to assist any member to ob- 
tain legal advice upon or the judicial 
determination of any question of gen- 
eral importance or interest to insur- 
ance brokers or agents, being mem- 
bers. In March, 1914, the plaintiff said, 
the defendants guaranteed to pay +50 
towards the cost of an action which he 
was then bringing against the Excess 
Insurance Co., Ltd., for commission due 
to him as a broker in the event of nim 
not recovering costs against the Com- 
pany. 

The plaintiff's claim against the Com- 
pany having been settled, each party 
agreeing to pay his own costs, the de- 
fendants had refused to pay the sum 
of £50; hence the claim. Plaintiff 
said there had been an endeavor in the 
insurance world for many years to set- 
tle the question as to whether brokers 
were entitled to renewal premiums as 
a matter of course, or whether the Com- 
pany could allow other brokers to bring 
in the renewal business. That was the 
object of his action against the Excess 
Insurance Company, Ltd. Just because 
the action was compromised that was 
no reason why the defendants should 
not adhere to their guarantee. The 
defence was that the plaintiff had never 
accepted the offer of the defendants to 
pay the £50, and the offer was re- 


voked before the  plaintiff’s action 
against the Excess Company was 
heard. Judge Atherley Jones said he 


had no doubt the case was of import- 
ance to insurance broxers, and as it in- 
volved an important question to them 
he would take time to consider nis 
judgment. 





A. K. BOUGHNER & CO. 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 
38 Clinton Street 9s William Street 
Newark, N. J. New York City 











COM. YOUNG ON DRY-CLEANING 

Here are the views of Commissioner 
Young, of North Carolina, on dry-clean- 
ing establishments: 

“A dry-cleaning establishment should 
never be allowed in a building except 
a building built especially for that pur- 
pose (specifications will be furnished 
by this office), and should not be al- 
lowed in a thickly congested district 
(all of this work is called for and de- 
livered, so a restriction of this kind 
would not work a hardship). The build- 
ing in which this work is done should 
first be removed from other buildings 
and be thoroughly ventilated so as to 
allow plenty of air to circulate and a 
suction fan should be run continually, 
while the washers or extractors are 
running. When these machines are 
running there is, under the best regula- 
tions, a slight spray which quickly va- 
porizes, and this vapor should be car- 
ried away. The building should in no 
case be anywhere near a steam boiler 
room, and be free from any kind of 
heating arrangement. No system or 
machines should be allowed unless ap- 
proved by this office or National 
Board of Underwriters.” 





H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 


WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 

January 1, 1915 

BID anintciceqcreeasncseesssoaase $2,543,973-35 

gg errr 1,076,347-75 

W. R. BROCK, President 

W. B. MEIKLE, Vice-Pres. & Gen. Man. 














“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 


ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85, 000, 000 
Losses Paid in U. 8S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 
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“The Leading Fire Insurance Company 
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CASH CAPITAL - $5,000,0%0.00 
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Secre 
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D. V. PROSKEY 


NEW JERSEY FIRE 
INSURANCE AGENCY 


126 Mark 
Paterson 


et Street 
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Are Your Insurance Affairs 
Satisfactorily Handled? 
ARTHUR F. HOUTS & CO., Inc. 


GENERAL INSURANCE 
123 William Street, New York City 


Expert attention to brokerage busi- 


ling insurance anywhere in the 


United States and Canada. 


ness and excellent facilities for hand- 

















OF NEW YORK. 





Home Office, 





Western Office, 








Continental Insurance Company 


HENRY EVANS, President. 
80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


These American Companies are “ Home Industries.” 


They deserve your support. 





Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 





HENRY EVANS, President. 





Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 








_—————————_q—E———— 


OF NEW YORK. 








Fidelity (Fire) Underwriters 


Combined Assets $43,000,032" 
Policyholders Surplus $23,087,709 
“Includes excess deposit of $132,846.22 in Canada and New Mexico 


80 MAIDEN LANE, NEW YORK. 
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FRANKLIN’S PROGRESS UNDER NEW MANAGEMENT 


Company Completing Personnel of Strong Field Staff—New 


Letter-Head of Company Attracts Attention 








Under its new underwriting manage- 


ment 
show: 


the Franklin Fire 


g considerable progress. and 


ally able, combining the best Home and 
is already Franklin special agency talent. 
One of the innovations of the new 


Chef RANKLIN TIRE INSVRANCE COMPANY 





the in 


the development of chat old-estatlished 


company with considerable interest. personality. A cut of Benjamin Frank- 
There is no reason why the Franklin lin, with one of his aphorisms, “You 
with its present progressive, strong may delay, but time will not,” are re- 
and liberal management, should not produced. A letter-head often acts as 


OF DHILADELDHIA 





= 
c youm delay, but time wall not 





sae 
Besyamin Franklia 
seen 





NEWYORK OFFICE FIFTY SIX CEDAR STREET 


surance fraternity is watching 


take the place where it is entitled to an 


rank by reason of its prestige and ca- 


reer. 


Fire, when completed, 


POLIC 


Joint 


Hartford Accident, & Indemnity— 


The 
Accide 
the is 


tle. 1 
Accide 


Formerly, 


in this 
the | 


agency, 


Fiss, | 
collect 


well known trotting sire, 


the lat 
000 or 
horse, 
death 


Race 


rates. 


issue 


cent. a year; 


5% pe 
5% pe 
5 per 
incider 


accidents 


States 
It is 


soon be 


except 


compan 


The N 
qQuarte 
will be 


identifi 


pany 
Lloyds 


horses. 
Regis 


in the 


assigned in other branches soon and 
the two companies expect that sbort- 
ly they will do a large business. The 


suance of a new contract for the 
insurance of registered horses and Cat- 


ont & Indemnity Company. 


sloyds, and 


The field force of the Franklin 
will be unusu- 


1ES ON HORSES AND CATTLE 
Contract of Hartford Fire and 
Branches to be Opened 


Hartford Fire and the Hartford 
nt & Indemnity have joined in 


‘his will be issued through the ¢Tty 


most of the large business 
connection has been placed with 
from this English 
William Bradford, treasurer of 
joerr & Carroll Horse Company, 
ed $20,000 on the death of his 
Todd, and 
e James R. Keene received $50,- 
1 the death of the noted race- 
Commando, and $100,000 on the 
of Sysonby. 


horses have special insurance bondhold ane oo “ 
The department proposes to iad eg creed th se yy 
policies up to $2,500 for 6 per Judge Ray advise e trustee to re- 


from $2,500 to $5,000 for DEW 
r cent.; from $5,000 to $10,000 for 
r cent., and for over $10,000 for 
cent. This will cover all risks 
it to sickness, fire, shipping or 
anywhere in the United 
or Canada. 

expected that branches will very 
opened in almost all the States, 


in a seattering few where the tion. 


ies are not authorized to act. 
w York agency will have head- 
rs at No. 1328 Broadway, and 
in charge of D. M. Quirk, long 
ed with the Fasig-Tipton Com- 


in the insurance of valuable 


tered cattle will also be insured 
new department. Agents will be 


introduction. A poor 
makes just that sort of impression. 


attractive commands re- 


Paper Company of Fulton, N. Y., 
been taken out by David F. Costello, 
trustee in bankruptcy 
concern. Judge Ray has authorized the 
trustees to spend $500 to pay the pre- 
miums. 


A few weeks ago the matter was be- 
The property was pre- 
viously covered by $200,000 insurance, 
but Mr. Costello believed that the les- 
ser amount would be sufficient. 
the premiums were due, 
tween the general creditors and the 


fore the court. 


are known 


Medal of 
and later representative of the Life. 
Gold Medal- 
Department. 
Gold Medal—The 
ance & Universal Safety Exhibit. 
Gold Medal—Independent 
Foresters. 
Bronze Medal—Hartford Fire. 


management is a letter-nead, bringing 
out forcibly a feature of the company’s 


letter-head 


spect. 
JUDGE AUTHORIZES INSURANCE 
$100,000 Taken Out on Property of 


Bankrupt Battle Island Paper 


Co., Fulton 


The Syracuse Herald says that in- 
surance of $100,000 to cover the prop- 
Island 
has 


of the bankrupt Battle 


the insurance for $100,000. The 
court will later decide who must stand 
responsible for the premiums. 





PANAMA-PACIFIC AWARDS 
Awards have been made by the in- 
ternational jury of award in the De- 
partment of Social 
Panama-Pacific 


International 
No Official 


-Aetna Life, 


Collective 


two companies are the first large re- Bronze Medal—Modern Woodmen 
sponsible ones identified with fire and America. 
accident risks to open departments for Bronze Medal—Royal Neighbors 
the insurance of live stock. America. 


a 


letter nead 
An 


for the defunct 


When 
a dispute be- 


Economy at the 
Exposi- 
announcement has 
yet been made, but preliminary awards 
to have been determined 
for the following exhibits: 


Grand Prize—The Prudential. 
Honor—The Metropolitan 


Accident 
Insur- 


Order of 


of 


of 








LOGUE BROTHERS & CU. 


307 FOURTH AVE., PITTSBURGH, PA. 
General Agents for Pennsylvania 


REPRESENTING 


THE 


MICHIGAN COMMERCIAL INSURANCE CoO. 
CALIFORNIA INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CoO. 
MILLERS NATIONAL INSURANCE COMPANY. 


OHIO FARMERS INSURANCE CO. 








Comment on General Adjustment Bureau 


(Continued from page 1.) 


ers and agents for these outside or- 
ganizations freely guarantee that their 
losses will be adjusted by the same Bu 
reau and the same men adjusting the 
losses of the biggest companies in the 
land. Thus, agents of the old line com- 
panies are powerless to refute these 
arguments because they know their 
statements are true. 

“Agents state again ihat not only does 
the Bureau act for ail comers when 
both tariff and non-tariff companies are 
en a loss, but, also, that it will act 
for non-tariff companies when no board 
companies are involved, and even go 
so far as to act for non-admitted com- 
panies, for mutuals, for Lloyds and 
inter-insurers, and even for foreign sur- 
plus liners and London Lloyds, and 
ihus are giving the aid and benefit of 
an organization created and largely 
maintained by the old-line companies 
to these, their strong competitors, 
which practice must be in the long run 
subversive to the interests of the 
former. 

Field Men Back Agents 

“Agents claim tnat tield men who are 
observant of these things very gene1- 
ally decry this position and fully be- 
lieve that if company executives were 
aware of the bad effects flowing from 
present practices they would at once 
put a stop to it, and state that this 
furnishes another indication that com- 
panies do not consult their agents’ 
wishes, pay attention to their views or 
place reliance on their judgment, as 
they once did, and that company ex- 
ecutives and agents are ceasing to have 
that close relation and mutual confi- 
dence that are so beneficial to both. 

“What the agents would like to see, 
if their views are in line with the way 
in which they speak regarding this 
matter, is to have the General Adjust- 
ment Bureau adopt these rules: 

“1. Refuse absolutely to adjust losses 
for known non-tariffs, mutual or sur- 
plus line companies, mutuals, inter-in- 
surers or Lloyds and to furnish no in 
formation to them or to their repre- 
sentatives. 

“2. Refuse to proceed, generally speak- 
ing, with adjustments, for tariff com- 
panies, when non-tariff companies are 
interested unless the former have 5: 
per cent. or more of the line, or unless 
the latter are sufficiently represented 
on the loss to make the total repre 
sentation present a majority of the in- 
surance. 

“This attitude would naturally re- 
quire the support of any independent 
company or company adjusters present. 

Bureau Within Its Rights 

“Agents claim that by taking this 
stand the tariff companies would na- 
turally improve their cactical position, 
and that its beneficial effect would soon 
be apparent. They dispose of all ques- 
tion of the right of che Bureau to ac- 
cept or decline representation of any 
company it chooses by pointing out 
that any adjuster has that right, just 
as any company has the right to ac- 
cept or decline business for any reason 
it chooses to give or for no reason at 
all. Also, that it is a custom in ad- 
justments not to proceed unless over 
50 per cent. of the insurance is repre- 
sented. 

“This is the situation and it should 
receive the consideration of the com- 
panies. Would it not be good judg- 
ment for the latter to issue an authori- 
tative statement covering the ground 


thoroughly and presenting in detail the 
facts and arguments on which are 
based such practice as may be deter- 
mined upon for the tuture government 
of the Bureau? This would undoubt- 
edly tend to clear the air and relieve 
the tension that apparently exists.” 


Some Representation Not Accepted 

In a case wnere the Bureau repre 
sents several companies and makes the 
adjustment there is the choice between 
letting the outsider go free on expense 
of the adjustment or charging him his 
pro-rata. The Eastern Underwriter 
understands that the Bureau does not 
accept the representation of any sur- 
plus line or unauthorized company un- 
less it be a case where the Bureau is 
already representing some of its own 
members. 


DISCUSSES CUMMINS LAW 





Journal of Commerce Says Rights 
Under Subrogation are Reduced in 
Some Cases 


Regarding the Cummins amenament 
and baggage insurance the Journal of 
Commerce said this week: 

There has been some curiosity as to 
the bearing the Cummins amendment 
will have on baggage owners insured 
under tourist floaters who have under- 
valued their baggage in checking it and 
subsequently suffer loss. Some com- 
panies put a clause on tourist policies 
providing that the assured shall not 
be prejudiced by any undervaluation 
given a common carrier. Of course, 
the insurance company's rights under 
subrogation are in such cases much 
reduced. 

The report of the Interstate Com- 
merce Commission on the amendment 
says in part: “In this connection it 
has been suggested that the carrier 
might provide that in the event the 
shipper refused to declare the value 


the higher rates would apply. This 
suggestion cannot be approved. If the 


rate is lawfully conditioned upon the 
value as declared by the shipper it is 
as much the shipper’s duty to declare 
the true value of the shipment as it is 
his duty to declare the name of a com- 
modity tendered for shipment as to 
which there are no ‘ifferent rates. 

“It is important to xeep in mind that 
the carriers are not prohibited from 
making different rates dependent upon 
the value of different grades of a given 
commodity; that, except as covered by 
the Cummins amendment, including ap 
proval of the rates by the Commission, 
the carrier is subject .o all of the lia 
bilities imposed by that amendment; 
and that if, in any instance, the shipper 
declares the value to be less than the 
true value in order io get a lower rate 
than that to which he would otherwise 
be entitled, he violates, and is subject 
to the penalty prescribed in section 10 
of the act. The carrier would also be 
subject to the same penalty in such a 
case if having knowledge that the value 
represented is not the true value, it 
nevertheless accepts .he shipper’s rep- 
resentation as to value for the purpose 
of applying the rate.” 


NEW BALTIMORE AGENT 
Thomas T. Hammond of Baltimore 
has been appointed sole agent in Balti- 
more of the Fireman’s Fund Insurance 
Company of San Francisco. 





CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 
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LIABILITY FOR SEA DISASTER 


TITANIC CASE NOW IN COURT 
Interests Underwriters Because Extent 
of Damages Will Be Determined in 
Similar Disasters 
Insurance men are interested in the 
suit of the Oceanic Steam Navigation 
Company, Ltd., operating the White 
Star Line, to limit its ‘iability growing 
out of the sinking wf the Titanic, in 
April, 1912, which was begun Tuesday, 
before Julius M. Mayer, Judge in the 
United States District Court, New 

York. 

The contention of the line is that it 
was not negligent, and, therefore, its 
liability is confined to the passenger 
and freight moneys received minus the 
salvage. Charles C. Burlingham, proc- 
tor for the White Star Line, opened 
the case and outlined the above con- 
tentions. He said chat in his opinion 
the company was enticled to a limita- 
tion under the Federal Law limiting 
the liability in case of sea disasters to 
the amount of the passenger and freight 
money plus the value of the wreckage 
recovered, provided ihe vessel was not 
wrecked with the privity of the own- 
ers or through the careiessness of the 


officers. He said that every precau- 
tion was taken by the owners of the 
Titanic to make her safe when she 


was constructed. While in the ice field 
off Newfoundland, he argued, extra 
watches were established and other 
safety measures taken. 
Criticise Construction 
The contention of George Betts, at- 


torney for the claimants was that the 
Titanic was not constructed with a 
view of absolute safsiy, as her waier- 
tight doors were not as strong as they 
should have been and that she was 
without watertight decks, long:tudimai 
bulkheads and an inner watertight 
skin. Mr. Betts continued saying that 
the giant liner had rusied througa the 
ice field at a high rate of speed not- 
withstanding the fact that her captain 
had been warned by wireless of the 
nearness of the ice. 

Mr. Betts cited the fact that J. 
Bruce Ismay, then managing director 
of the company was on board and made 
no attempt to reduce the speed, to 
prove the contention that the ship was 
foundered through privity of the 
owners. 

Mr. Betts then moved to dismiss the 
petition of the White Star Line on 
these grounds, but Judge Mayei de- 
nied the motion preferring to hear the 
evidence. 

Interest at End of Trip 

All the testimony read into the rec- 
ods after that was given at the in- 
vestigation before Lord Mersey in | on- 
don. The navigation company’s peti- 
tion is covered by a number of statutes 
which say that the company shal! be 
liable only for its interest in a vessel 
at the end of its trip. All the prop- 
erty saved by the company was about 
four thousand dollars’ worth of life 
boats which plus the passenger and 
freight money amounts to $97,722. The 
case will continue for about two 
weeks. 


NEW HARRISBURG AGENCY 


The Pennsylvania Insurance  Ex- 
change, which commenced business in 
Harrisburg on April 1, represents the 
Sun, Svea, American Central, New 


Haven Underwriters and North Branch 
fire companies; Fireman’s Fund for 
automobile; Employers’ Liability, 
Union Casualty, Mutual Life and Con- 
necticut Mutual. William C. Wanbaugh 
is president. 





The Eastern Underwriter has receiv- 
ed a copy of the Pacific Underwriters’ 
Insurance Chart for 1915. 





Lloyds are regulated by a bill signed 
by the Governor of Pennsylvania. 





Pauksztis Bros., Edwardsville, Pa., 


fire insurance agents, have disposed of 
their business. 





L.& L. & G. MEETINGS 


Home Office Report Shows That Fire 
Premium Income Last Year was 
£3,098,721 


At the seventy-ninth annual general 
meeting of the shareholders of the L. 
& L. & G. held in Liverpool recently 
Chairman Evelyn S. Parker presided. 
He reported that the fire premiums for 
1914, after deducting sums paid for 
re-insuring surplus risks, amount to 
£3,098,721. The net losses were £1, 
888,743. In the marine department 
the premium income was 337,017; 
claims paid, £246,778. The company 
has fire reserve funds of £2,239,483; 
life funds of £4,048,244; accident re 
serve funds of £932,304. 

Referring to the war and its effects 
on insurance business to a company 
like the L. & L. & G., with manifold 
classes, and with ramifications extend- 
ing throughout the world, the chairman 
said that the present international con- 
flict had presented many problems and 


created many anxieties, but its ffect 
on the company had been in an in- 
direct way rather than from direct 
causes. Their transactions in Ger- 
many, Austria and Turkey were quite 
small, and the stoppage of business in 


countries would not cost them 
much over 1 per cent. of the total pre- 
mium income. The war had, however, 
had wide-reaching effects even upn re- 
gions far removed from the actual 
theatre of hostilities, and its reflex ac- 
tion had touched insurance business, 
and particularly fire insurance busi- 
ness, in many adverse ways. ‘Then, 
again, for the efficient working of a 
large company like theirs an adequate 
trained staff was necessary. They had 
now over 30 per cent. of the home male 
staff serving with the colors, which 
meant that practically all those eligible 
had left them. In addition to that or 
ficials of the company were to be found 
among the Canadian and Australa- 
sian Expeditionary Force. Some of 
their officials had fallen on the fis!d of 
honor, one had been mentioned in de- 
spatches, and several had been wound- 
ed. For those who returned they ‘vere 
keeping their positions open, and ex 
cept where any were receiving special 
pay in the Army in excess of their sal 
aries the board were paying thetr sat- 
aries in full. He was sure that in all 
this they had acted exactly as the 
shareholders would wish, but he some- 
times wondered whether it was real- 
ized in the public mind what the sum 
total of liberality of this kind amounted 
to among the insurance companies, 
banks, and financial institutions of the 
country. When he said it was costing 
the Liverpool and London and Globe 
alone at the present time at the rate of 
at least £20,000 per annum, the share- 
holders could form their own ideas as 
to the total. 


those 


INSURANCE BY MAIL 

Lewis Foster, manager of the (Cen- 
tury Life & Accident of Philadelphia, 
has resigned to become manager of the 
mail order department of the American 
Bankers of Chicago, which is opening 
headquarters in Philadelphia. Mr. Fos- 
ter says that he will sell two policies 
by mail, without the use of agents— 
a $9 accident policy and a $16 health 
policy. He will operate in Pennsylva- 
nia and New England. 


RETTEW & BUSHNELL COMPANIES 

Rettew & Bushnell, a consolidation 
of the C. Vernon Rettew Company, es- 
tablished eighteen years ago, and W. 
F. Bushnell, established seven years 
ago, represent these fire companies in 
Harrisburg: The American of New- 
ark, Boston, Caledonian, Queen, Royal, 
Providence-Washington and Niagara. 
Other companies represented are the 
Home Life, Aetna Accident & Liability, 
and United States Fidelity & Guaranty. 





The Virginia Association of Local 
Fire Insurance Agents has voted down 
the proposition to change the title of 
the organization and enlarge its scope 
so as to admit casualty agents. 


GLOBE EMPLOYES’ OUTING 


Globe Team Defeats London & Liver- 
pool & Globe in Baseball Contest 
—By Score of 8 to 2 


About seven hundred persons attend- 
ed the first annual outing of the Globe 
Employes’ Association, June 17, at 
Bear Mountain Park. The feature of 
the affair was a _ baseball game for 
a special Challenge Cup between the 
teams representing the Globe and the 
London & Liverpool & Globe which was 
won by the former, by a score of 8 
to 2. The contests for the various 
prizes offered for the athletic events 
was very keen. All the events for 
men were run off at the park while 
the lady athletes were given their inn- 
ing on the boat “Mandalay,” on the 
trip down the river. The dance foor 
on the boat was one of the most popu- 
lar features of the outing. The ofticers 
of the Globe Employes’ Association are 
Harry Furze, President; Geo. W. 
Yuengling, Vice-President, 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - . 4,743,233.00 
Cash Surplus to Policy 


Holders - - - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 
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During a successful record of 58 years this Company has paid losses exceeding 


$14,000,000.00 
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INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 








Capital 
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Surplus to policyholders 
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Incorporated A. D. 1822 


The North River Insurance Company 
NEW YORK 
Statement, December 31, 1914 


Reserve for all other liabilities 
$1,727,208.78 
Assets 


$2,862,188.95 
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Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
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Our capacity is as high as $150,000 on a single risk with immediate binders 
Guaranteed Underwriters. 
Special liberal policies for Baggage Insurance. 


Use our special 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. 1015 California St. 314 Superior St. 300 Nicollet Ave- 
NEW YORK DENVER DULUTH MINNEAPOLIS 
Ford Bldg. 17 St. John St. 23 Leadenhall St. 
DETROI MONTREAL LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 

















June 25, 1915. 


THE EASTERN 


ONDERWRITER 





15 





DEBATE OVER INSURANCE RATES 


DISCUSSION OF THE RESERVES 


For Conflagration Hazard—F. E. War- 
ner, National Association, Takes 
Part 


A discussion over tate making, be- 
tween Jesse E. B. Cunningham, former 
Deputy Attorney General of Pennsyl- 
yania, and F. E. Warner, of the Nation- 
al Association of Local Fire Insurance 
Agents and J. H. Musser, a Harrisburg 
agent, was one of the features of the 
recent convention of the Pennsy:1nia 
local agents. Mr. Cunningham had con- 
siderable to say about a 5 per cent. re- 
serve for conflagrations. Here is part 
of the discussion: 


MR. CUNNINGHAM: Fix your.ates 
in Perry County according to your ex- 
perience in Perry County, but do not 
penalize Dauphin County on account of 
your bad experience in Perry County; 
and if you will keep your record of the 
fire loss in Perry County as compared 
with the premium income then, I have 
no doubt that far more than 50 per 
cent. of the premium income produced 
in Perry County was used to pay the 
losses in Perry County, and hence your 
rates in Perry County are not high 
enough. I am talking about the thcory 
of the thing. It would be just as un- 
fair, because of your wad experience in 
Perry County, to raise your rates in 
Dauphin County as ‘t would be to fix 
your rates in Harrisbirg because of 
your experience in ecittsburgh. That 
is my whole proposi‘ion, and I say if 
you do not take the Universal Sched- 
ule, which is your Bible, and vard 
stick, and follow out its principles, 
that any court or property owner can 
fairly criticise the methods of fixing 
your rates. Your companies do not 
carry that out because you are con- 
stantly talking about the conflagration 
hazard and your own philosophy tells 
you how to take care of that and you 
do not do it. 

J. H. MUSSER: You speak oft tak- 
ing off 5 per cent. and setting it aride 
for twenty years. That would not be 
enough to pay the condagration hazard 
if it is just as large as the normal loss 
is, would it? 


MR. CUNNINGHIAM: I do not know 
whether we follow that. You get the 
premium income and put 5 per cent. 
a year away as a reserve against the 
conflagration hazard. 

MR. MUSSER: I think that only 
half right because we are taking 50 
per cent to pay for our actual losses. 
And the 5 per cent. is set aside for 
twenty years to pay the conflagration 
hazard which is the same as the regu- 
lar fire loss. 

MR. CUNNINGHAM: No; not to pay 
it. it is simply there as a reserve 
against the possibility of confligra- 
tion. My proposition is that there is 
nothing in the conflagration risk ex- 
cept bugaboo. When you put the 5 per 
cent. away you dispose of the confla- 
gration hazard, because the .igures 
showing the experience the country 
over show that all the zreat confiagra- 
tions, including San Francisco, do not 
exceed 5 per cent. of the premium in- 
come. 

MR. MUSSER: But I say that in 
twenty years we will not have enough 
to pay the conflagration hazard which 
is equal to the regular loss. Where do 


we get any money .o pay the actual 
fire losses? 

MR. CUNNINGHAM: Out of the one 
dollar. You get two dollars. You are 
entitled to two dollars for every dollar 
you pay out in losses. You take torty 
cents to pay the expenses, agents’ ex- 
penses, and expenses of getting the 
business. Then I say, put 5 cents 
away as a conflagration reserve; not 
that this is to be paid out, but as 
against the possibility of a connegra- 
tion sweeping the City of Harrisburg. 

MR. WARNER: If you fix the rate 
for Harrisburg alone why take the con- 
flagration hazard all over the country 
to pay the Harrisburg losses? 

MR. CUNNINGHAM: The doctrine 
of the Universal Schedule is not chat 
you pay out 5 per cent. of the confla- 
gration hazard, but that you reserve 
5 per cent.; hence drop out of con- 
sideration the conflagration hazard 
when fixing a rate; in other words, 
you have the right to say there is such 
a thing as a conflagration hazard as 
distinguished from the normal hazard. 
This whole city may be swept by fre, 
but in all human probability it will not. 
The reason you will not lower your 
rates, you say it will not do simply be- 
cause we have gone along for ten or 
twenty years and we have here pro- 
duced more than a sufficient income to 
meet the normal fire losses, it would 
not do to drop it because next year we 
might have a conflagration. You cut 
out the conflagration and remove that 
problem entirely wh2n we put away 
this five per cent. reserve. It is some- 
thing that is dropped out and the test 
of the reasonable rate is the normal 
loss. If the companies do what the 
Universal Schedule tells them to do 
they would not have the conflagration 
hazard. 

MR. WARNER: | just had a confla- 
gration in my own city. When you 
have a conflagration ia Harrisburg you 
lose ten, fifteen, or twenty million dol- 
lars and your 5 per cent. will not take 
care of that? You want your rate fixed 
for Harrisburg or the county all 
by itself. The fundamental principle 
of insurance is the collection of a great 
deal of money from a great number of 
people to be paid out by the com- 
panies, and the experience of com- 
panies that have confined their eftorts 
and business to small communities 
have invariably proved unsuccessful; 
I mean the abnormal losses on small 
premium income. The companies hard- 
est hit in the last :wenty years are 
the small companies who have a small 
premium income, so ihat it is impos- 
sible from the insurance standpoint to 
confine the companies’ efforts to a 
small district, to say nothing about the 
added amount of bookkeeping it would 
take. 

MR. CUNNINGHAM: I was not con- 
tending that they limit their business. 

MR. WARNER: If each compar y in 
the National Board had to kee, the 
record of Harrisburg, Pittsburgh, Phila- 
delphia, and so on, all separate from 
each other it would take a vast amount 
of bookkeeping. Now the way they 
make the rates on a mercantile build- 
ing is to take buildings all over the 
country of a certain standard and as- 
certain how that building has paid. 
They keep that in a certain class on all 
the business they do. If they collect 
a hundred dollars in premiums from 
all over the country und pay out sev- 
enty-five dollars the rate is not enough 
on the fifty per cent. loss. On 
that argument it would be very unwise 


and very unfair because Chelsea has 
had a conflagration and Baltimore has 
had a conflagration and it will take 
longer than I will live and longer than 
my sons and grandsons will live betore 
Baltimore will have paid into the Na- 
tional Treasury the amount of money 
that it has paid out. 

MR. CUNNINGHAM: If the com- 
panies had kept the 5 per cent. which 
the Universal Schedule teaches them 
to keep they would have had the money 
to pay the Baltimore losses, is my 
proposition. 

MR. WARNER: 
out in losses. 

MR. CUNNINGHAM: They never 
kept the reserve. The truth of the mat- 
ter is they never did keep it. Let me 
reply to your suggestion that you fix 
the rate on a standaid mercantii® risk. 
I suppose a department store would be 
a fair illustration, wouldn’t it? 

MR. WARNER: Yes, sir. 

MR. CUNNINGHAM: That is kept 
the same level the waole country over. 
Now then is it not -rue that you will 
charge more on that /isk if located in 
Pittsburgh than if lovaced in iariis- 
burs? 

Mii WARNER: Ought not to. 

MR. CUNNINGHAM: But you do. 

MR. WARNER: If Pittsburgn has a 
better water supply or water depart- 
ment there should be « credit for Pitts- 
burgh and if Pittsbuigh has 2 lower 
loss ratio the schedule should allow 
for it. 


But they paid it 


The Oregon Insurance Department 
says that no objections will be oftered 
by the department to ‘he transaction of 
hail insurance in Oregon through their 
duly licensed agents by fire insurance 
companies having authority under their 
charter to transact such business. Com- 
panies desiring to transact hail insur- 
ance may also qualify to transact such 
business under the provisions of the 
law relating to miscellaneous classes of 
insurance. Companies so qualifying 
will have the privilege of appointing an 
unlimited number of agents in any lo- 
cality. Companies desiring to write 
hail insurance will be required to no- 
tify the Department of their intent‘on, 
furnish evidence of their authority to 
transact such business, and file copy 
of all contracts or policies to be used 
in the business. 


AGENTS HELD LIABLE 

The Kentucky Court of Appeals has 
held that an agent is liable for insur- 
ance placed in an unauthorized com- 
pany, when the company fails to pay 
the loss. The suit was brought against 
Vaughn & Blackwell, agents at Clay, 
Ky., growing out of the placing of busi- 
ness with unauthorized companies last 
year when the companies withdrew 
from the State. The lower court de- 
cided in favor of the agents, but the 
Court of Appeals reversed the decision. 

SLOAN ELECTED PRESIDENT 

The board of directors of the Insur- 
ance Institute of Hartford have elected 
Edgar J. Sloan, secretary of the Aetna, 
president, to fill the vacancy caused by 
the resignation of Srederick Moore, of 
the Hartford. Mr. Moore resigned be- 
cause of the press of other duties 

Frank Curtis, formerly editor of the 
National Surety News, is no longer 
with the company. 


WARNING FROM MARYLAND 


MUST OBSERVE BROKERAGE LAW 
Improper for Agents to Advertise 
as Representing Companies Ex- 
cept Under Specific License 


State Insurance Conmissioner W. 
Mason Shehan, of Maryiand, has se, ved 
notice upon all insurance agents and 
brokers in the State, who do business 
for out-of-State companies, to the eftect 
that any agent or solicitor who writes 
insurance, either life, fire or casualty 
for any company for which he is not 
specifically licensed is violating the 
law, and the law will be enforcea 

The order is as follows: 

“Attention is hereby directed to Sec- 
tion 218 (Bagby’s Code) of Article 23 of 
the Code of Public General Laws of 
Maryland referring to and defining the 
term ‘insurance broker.’ The Attor- 
ney-General of the State has given it as 
his opinion that ‘anyone who for com- 
pensation solicits business for a firm of 
insurance brokers is to be deemed an 
insurance broker within the purview 
of said section,’ and adds ‘that it not 
only covers a person who tor compen- 
sation negotiates a contract of insur- 
ance or places risks or effects insur- 
ance, but covers also anyone who for 
compensation acts or aids in any man- 
ner in negotiating such a contract or in 
placing any such risk or effecting such 
insurance.’ 

Attorney-General’s Construction 

“You are hereby warned that under 
this act as construed by the ‘Attorney- 
General, no commissions, compensation 
or reward of any kind can be paid to 
or received by any individual, firm or 
corporation who does uot hold a brok 
er’s liceuse, upon business placed with 
any company other than the company 
or companies for which the said indi- 
vidual, firm or corporation shall have 
been licensed by this Vepartment, ex- 
cept in case of agents or solicitors of 
Maryland companies. You are also 
warned that the authority to act under 
an insurance broker’s .icense can be 
exercised only by the person or per 
sons specificaly mentio ‘ed therein, and 
that the power to act cannot be dele- 
gated by any of the persons named in 
the license to any other person except 
as provided by law, i. e., by the pay- 
ment of the fee and having the change 
in the designation in the license made 
by the State Insurance Department. 

“A license for a company issued to 
an agent gives him the right to solicit 
business only for that company, and he 
is entitled to receive commission or 
compensation on business solicited un- 
der this license only so far as it is 
accepted, bound or written by the com- 
pany for which he is licensed, and it 
is improper for an agent or solicitor to 
advertise himself as in the insurance 
business except as agent for the com- 
panies for which he may be specifically 
licensed.” 


TALK HAD GOOD EFFECT 

As a result of the talk of Ralph G. 
Potter, Secretary of the Underwriters’ 
Association of New York, before the 
Board of Trade of Dunkirk, N. Y., it 
may interest insurance men to know 
that the Association is now preparing 
specifications of a fire alarm system for 
that city. 
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HELPING CITIES ALONG ENGINEERING LINES 


How the National Board of Fire Underwriters Gives Advice 
Upon Request of Municipalities—Services of One 
Engineer Loaned City for Three Years 








Not much has been written about the 
work of the National Board of Fire Un- 
derwriters in gratuitously furnishing 
the best type of engineering talent to 
municipalities which need the advice of 
engineers to see that money appropri- 
ated for civic improvements along 
water supply, fire department, electri- 
cal equipment and other lines is cor- 
rectly expended, or to ascertain in ad- 
vance what improvements are neces- 
sary, and, if possible, get a line on 
how much to appropriate. 


Yet, this is some of the best work 
that the National Board does. Ifa city 
wants to motorize its fire department; 
if it thinks something is wrong in its 
water distribution system; if it is draw- 
ing up a new building code; if it thinks 
it igs harboring a conflagration hazard 
and wants tips as to how the hazard 
can be minimized, it has only to call 
on the National Board to receive advice 
which will be of inestimable value. 
That cities throughout the country un- 
derstand and appreciate this is proven 
by the number of requests for advice. 
The value of the counsel offered is par- 
ticularly appreciated where a contro- 
versy has arisen in a municipality as 
to the correctness of any given cause 
of action or the necessity for improve- 
ments. 


A Letter from Hagerstown 
A type of letter that the National 
Board is receiving is the following, 
written a few days ago, by the presi- 
dent of the Board of Trade of Hagers- 
town, Md. 


called a meeting of the Board of 
Hagerstown and have discussed the 
inspection by insurance engineers, 
with them They are unanimously of the 
that such an inspection would result 
much good to the City of Hagerstown, 
as a matter of education to the people as well 
as being the means of providing better fire 
protection for the city. 


I have 
Trade ot 
matter of an 


This organization, which is a strong body of 
manufacturers merchants of Hagerstown, 


anc 


unites in a request to have such an inspec- 
tion made by you if possible, and they have 
agreed to lend every assistance possible, as 
well as to use every effort to carry into effect 


the suggestions which this Board of Engineers 
might deem it expedient to make 


In connection with this I 
there is an unfortunate hitch between the 
water company furnishing the City of Hagers- 
town, and the Mayor and Council which. has 
dragging in the courts for about 
four years and it is thought that if some out 
side inspection of this kind could be made, it 
would be the means of causing the authorities 
of the city and the water company to meet 
ch other in the adjustment of this unfortu- 
nate condition of affairs. 


wish to state, 








ulso thought that there is great need 
of a building inspector and adequate building 
restrictions I presume, however, this would 
be within the scope of your inspection. — 

I should feel very much pleased if the Na- 
tional Board of Fire Underwriters could make 
this inspection for us. 





Mr. Booth Spent a Year in Service of 
New York City 

About tive years ago the City of New 
York borrowed for one year the ser- 
vices of George W. Booth, Chief Engi- 
neer of the National Board. Mr. Booth, 
who for ten years has been with the 
National Board, who before that time 
was active in the construction of the 
Metropolitan Water Works at Boston, 
and who is a graduate of Worcester 
Polytechnic Institute, devoted all of 
that time to an exhaustive study of im- 
provements in the distribution system. 
He made recommendations as to what 
the city should best do in laying larger 
water mains and in strengthening the 
system generally, particularly in Man- 
hattan and the Bronx. This was after 
the National Board had made its famous 
report of 1906 on the water supply of 
the metropolis. As a result of Mr. 
Booth’s year sojourn in the employ of 
the city, old style hydrants gave way 
to a new type, 6,500 of the newer 
hydrants replacing old ones between 
1906 and 1913. 


Mr. Booth also took up the question 
of re-enforcing the existing distribu- 
tion system by 12-inch and larger 
mains, and the replacement of 6-inch 
mains over large areas. Another reform 
was the insertion of many new gate 
valves in the mains and the repair of 
old ones found defective. 

In Chicago the National Board made 
a report in 1912 which brought to the 
attention of the city certain weakness- 
es in the distribution system. As a re- 
sult of this the water department made 
a study along the line suggested by the 
National Board, covering an area of 
three square miles of the distribution 
system, and by the expenditure of $59,- 
000, increased the average quantity of 
water available for engine supply to 
2% times what it was before. These 
changes were completed in 1914, the 
city making an additional appropria- 
tion of $100,000 to continue the work. 


Recognition from the Government 

One of the best testimonials to the 
high regard in which the National 
Board is held was the receipt of a re- 
quest from the Government about a 
year ago, asking if experts could be 
sent to Washington to give advice on 
improved fire protection in a number 
of Government buildings. Engineers 
Booth, Woolson and Lum of the Na- 
tional Board, and Robinson, of the Un- 
derwriters’ Laboratories, made a study 
of the situation and as a result of their 
advice there has been installed a sys- 
tem of automatic sprinklers in the 
Patent Office Building, and similar in- 
stallations are contemplated in the 
Pension and Land Office buildings. 

After the Salem conflagration 
city officials turned naturally to the 
National Board for co-operation. The 
City Engineer had plans drawn up for 
improvements to the water supply, in- 
cluding a new reservoir and supply line, 
larger mains and increased pressures, 


the 


which plans were reviewed and ap- 
proved by National Board engineers. 
Advice on the provisions of a new 
building code which has since been 
adopted, was given by Professor 
Woolson. 


Loan Goldsmith to Boston 

It is generally believed that favor- 
able action on the installation of the 
high pressure system in Boston was 
strongly influenced by a National Board 
report. When $1,000,000 was appropri- 
ated by the city to carry out this im- 
provement the National Board was 
asked to release one of its engineers 


’ 


Clarence Goldsmith, to supervise the 
installation. He has been in Boston 
three years on a leave of absence. 


When his work in the Hub is finished 
he will return to the National Board. 


An appropriation for a new water 
distribution system in San Diego, Cal., 
to cost $250,000, was made, National 
Board men went to San Diego on re- 
quest, among them Mr. Booth. Their 
work in San Diego was warmly com- 
mended by the city officials. Then, 
too, when plans for the Panama-Pacific 
Exposition were discussed the exposi- 
tion officials determining to leave no 
stone unturned to make the fair as safe 
from fire as possible, got in touch with 
the National Board. 


William M. Johnson, one of the engi- 
neers of the National Board, was asked 
by the management of the exposition, 
to obtain a ieave of absence and take 
charge of the water supply and fire pro- 
tection, including automatic alarm and 
other protective features. 

The fire chiefs’ association has ob- 
tained through request the services of 
National Board’s engineers to conduct 
the exhibition tests of automobile 
pumping engines at the last four annu- 
al conventions. In addition, acceptance 
tests are made of such apparatus at the 
request of city officials, last year seven- 
teen such tests being made in different 
parts of the country. 


An example of demand for National 
Board advisory talent was shown last 
year in invitations received to discuss 
general conditions in McKeesport, Pa., 
and in Hackensack, N. J.; water sup- 
plies in Richmond, Va.; Tonawanda, 
N. Y., and Morristown, N. J.; fire alarm 
systems in Fort Wayne, Ind.; Evans- 
ville, Ind.; and Woonsocket, R. I. En- 
gineers were also in communication 
with city officials and underwriters in 
Cincinnati with respect to plans and 
specifications for the ‘proposed high 
pressure system in that city. 

On three or four occasions the Na- 
tional Board has ‘been asked by the 
New York Civil Service Commission to 
prepare examination papers for promo- 
tions in the fire @epartment for chief, 
deputy chief, battalion chief and other 
positions in the department. The board 
has loaned men for two or three 
months at a time examining candidates 
for promotion for engineers. 


How Cities Receive Reports 

The question has often been asked 
what happens after a corps of National 
Board engineers has been to a city, 
spent weeks inspecting it and then 
compiled an elaborate report making 
recommendations and _ criticisms. It 
can be stated that as a rule these re- 
ports receive the most respectful con- 
sideration. Occasionally, the results 
are criticised by local newspapers, but 
facts are facts, and although mere criti- 
cism by underwriters and engineers 
does not remove é@efects, the best ele- 


COMPENSATION RULINGS IN 
THE STATE OF NEW YORK 


Rulings this week by the New ; ork 
Workmen's Compensation Comirission 
in brief follow: 

Joseph Passe, employe; Delaware, 
Lackawanna & Western Railroad, em- 
ployer. 

On_ September 10, 1914, Joseph Passe, en. 
gaged with a gang of laborers in rep iring 
tracks at Syracuse, was assisting in unl ling 
some iron pipes from a freight car. One of 
the ties slipped from his hand, fell and struck 
him on the left foot, crushing and_ bruising 
the first and second toes; by reason of which 
injury he was disabled from working from 
date of accident to October 15, 1914. The 
weekly wage of the employe was $0.23. The 
Commission ruled that injuries to Passe were 


accidental, and rose out of and in the 






of his employment; and were not cai 
the willful intention of the injured employe 
to bring about the injury or death of himself 


or another. Compensation was awarded to 


the employe, at the rate of $6.15 for a period 
of three weeks, from September 24 to October 
5, 1914. 

Carmelo Monteleon, employe ys. 
Delaware, Lackawanna & Wesiern 
Railroad, employer. 

September 10, 1914, Carmelo Monteleon, en- 
gaged with a gang of workmen at Conklin 
Centre, lifting some rails into a car, which 
gang had been instructed not to drop rail 


until the foreman gave the signal. Some of 


his fellow workers let go of the rail before the 
signal was given, and it caught his iddle 
finger and ring finger of both hands between 
the rail and the floor of the car, breaking 
and badly lacerating the middle finger of the 
left hand. He was incapacitated from work- 
ing from the date of the accident to October 
15, 1914, and on that date was still disabled, 
His average weekly wage was $0.23. i 





ruling the Commission said that the injt 
were accidental, and rose out of and in the 
course of his employment; and were not cause 
by a willful intent to injure himself or othe 
Award of compensation was given at the 
of $6.15 from September 24 to October 
1914; and the case continued for 
hearing. 

Ruling in the Application of Mar- 
garet Nolan for the death of her hus- 


15, 
further 


band, William Nolan, employe; (‘ran- 
ford Company, employer; Mutual In- 
surance Company of New York, in- 


surance carrier. 
William Nolan 


was employed as a 
Jn January 30, 1915, while he was carryin 
a truck load of stone dust for «the cor 
his horses became startled by the accide 
sliding of a pole pin, and he was 
from his seat and struck the right side 








head, receiving a fractured skull. He 
January 31. His average weekly wag 
$12.50. The Commission ruled that Nolan’s 
iniuries were accidental and not caused solely 
by the intoxication of the injured ke 
while on duty. He left a widow 

who was awarded compensation, at 

of $3.75 weekly, during her widowhood and 
$100 expended by her for the funeral and 


burial of her husband. 


ment of officialdom and the business 
interest welcomes the reports. The 
improvements made by city officials, 
following recommendations by National 
Board engineers, run far into the mil- 
licns of dollars. 





WILLIAM C. SCHEIDE & CO,, Inc. 


HARTFORD, CONN. 
Re-Insurance in All Branches 




















ASSETS 
Real Estate (Equity) 
Mortgage Loans 
Bonds 
Cash in Banks and Office 
Agents’ Balances 





All other Assets 


Total 


New York City Agent, 


WM. SOHMER, 75 William St. 
New York City. 


Pe TN cs cecenetcens 


ROBERT J. WYNNE, Pres. 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION DECEMBER 3lst, 1914 


ine waded $ 254,500.00 Outstanding Fire Losses 
235,600.00 ee Reserve 
age Accru arges on Real Estate... 
sete eeee 972,966.29 All other Liabilities 
a dace am 38,387.53 Capital Stock Fully Paid.........$877,275.00 
ee ees 81,266.65 Capital Stock Partially Paid...... 
sf eg a. 27,215.03 ee 
a eaen ee 4,692.31 Surplus to Policyholders 
Si bese sia $1,614,627.81 Weteh sccccce 


Brooklyn Agent, 


JOHN E. SMITH, Managing Underwriter 


FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 


LIABILITIES 
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Casualty and 
STATE MAY NOT BE INSURER 


p, TECUMSEH SHERMAN BRIEF 


Twenty Years’ Experience Would In- 
evitably Show Big Deficit for 
the Commonwealth 


In a brief filed with the Constitu- 
tiona! convention at Albany, which 
among Other things is considering 
social questions, P. Tecumseh Sher- 
man, former Commissioner of Labor 
ia New York State, made these points: 

1. It is not known whether we have 
pot uow better insurance among our 
workmen, without State intervention, 
than has been built up abroad, at great 
expense, by State intervention. 

9. in any event, State intervention 
should start at the beginning by seek- 
ing to develop and extend existing in- 
surance, and only slowly and gradu- 
ally increase and extend its activity. 
Compulsion and State insurance are 
the last resorts, to be avoided if pos- 
sible and only adopted if all other ef- 
forts fail. 

3. Our people are not generally ignor- 
ant, and the better read portion of 
them are generally seriously misled, as 
to the methods, consequences and cost 
of European government intervention 
in workmen’s insurance. They should 
not authorize such intervention, espe- 
cially not without limitations, until 
they have some idea of what they are 
doing. 

4. Insurance by the State should not 
now be authorized. 

5. State managed insurance, except 
at the option of the insured, should not 
now be authorized. 

6. Compulsory insurance, except by 
employers as an optional alternative 
form of security for the payment of 
accident compensation, should not be 
authorized. 

7. Because the compensation is a 
tule of private justice, whereas social 
insurances are purely political meas- 
ures of public relief, the constitutional 
provisions relative to these subjects 
should be made distinct. 

8. At the utmost the legislature 
should not be empowered to make ap- 
propriations, in specifically limited 
amounts, for the development of the 
insurance institutions for and the pro- 
motion and assistance of insurance 
among the very poor. 


State Insurance 

Arguing against state insurance Mr. 
Sherman said: 

“Both ‘insurance by the State’ and 
‘state managed insurance’ are danger- 
ous, because the management has no 
personal interest in the ultimate sol- 
vency of the funds, but is concerned 
primarily with immediate popularity. 
As was predicted in France, when this 
subject was first debated, in a demo- 
cratic government political adminis- 
tration will too probably result, to 
start with, in unduly low premiums 
and contributions on the one hand, an 
undue generosity in allowing claims 
and undue economy and laxity in con- 
trolling them, on the other hand, with 
insolvency -as the inevitable conse- 
quence. 

“Experience in Norway has confirmed 
this prediction. Where, in Norway, the 
State has assumed the liability, the defi- 
cit falls upon the taxpayers, and a 
lively battle results as to whether all 
the taxpayers or only industrial employ- 
ers shall be mulcted to make it god. 


Would Mean a Deficit for the State 
“It is not only conceivable but also 
highly probable that a twenty years’ 
experience in State insurance of either 
workmen’s compensation or of invalid- 
ity and old age would land a deficit of 
one or two millions on our State, in ad- 
dition to heavy taxes in the meantime. 
Because of the belief that State admin- 
istration will be most generous to claim- 
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ants the working people in America are 
inclined to favor it for the accident com- 
pensation, since employers have to pay 
the bills. But in the other lines of so- 
cial insurance, wherein the workmen 
may pay the bulk of the cost, they will 
bitterly object to State management and 
will want to manage the funds them- 
selves. Under compulsory insurance 
the right to manage the funds is a 
cause of everlasting strife. Every rea- 
son of justice and expediency requires 
that those who contribute to the funds 
should have the right to a proportionate 
representation in their management, 
and the right to protect them against 
impositions. But where insurance is 
made compulsory by law votes and not 
right or expediency governs such ques- 
tions, and the most probable conse- 
quences will be that one set of people 
will play ducks and drakes with the 
other people’s money.” 
Compulsory Insurance 

Regarding compulsory insurance, Mr. 
Sherman said: 

“In ignorance many American en- 
thusiasts assume that the compulsion 
essential to compulsory social insurance 
is limited to the exaction of small pecu- 
niary contributions. Nothing could be 
further from the truth. Such -nsurance 
requires that every person subject to 
the system shall be card indexed. tick- 
eted, controlled and policied at every 
turn. And in every way the minority 
must submit to having their interests, 
preferences and prejudices violated. In 
this State we have a nominally compul- 
sory insurance of workmen’s compensa- 
tion; but it is purely nominal, there be- 
ing no pretence of enforcing the law 
and no police provided to enforce it. 
Far different from the situation in Ger- 
many, where insurance is really com- 
pelled by an immense police force. The 
cost of such a force must be added to 
the cost of compulsory insurance; 
otherwise expressly voluntary insurance 
would be almost equally comprehensive 
and far cheaper and better.” 

POCKETBOOKS FOR AGENTS 

In order to stimulate the payment 
of annual premiums the health and ac- 
cident department of the Ohio State 
Life, of Columbus, will furnish a 
pocketbook and card case to every 
agent who forwards to the home office 
an application payable on the annual 
basis. 

F. B. CURRY IN TOWN 

Frank B. Curry, head of the Tri- 
State ‘Agency Company, of Knoxville, 
representatives of the Casualty VCom- 
pany of America, was in New Vork 
this week. He said that business con- 
ditions in his section were improving, 
his agency having made a fine gain. 

The display of the Workmen’s Com- 
pensation Service Bureau at the Pan- 
ama-Pacific Exposition has been award- 
ed a gold medal. 











Home Office 


Fidelity and Surety Bonds 
AMERICAN FIDELITY COMPANY 


Accident, Health and Burglary Insurance 


We have attractive contracts for good agents 


WRITE 


Montpelier, Vermont 


TO 











Tips to New York State Agents 
Regarding Compensation Business 
Valuable Talk by Dwight & Hillis, Resident Managers of ¢ 


Employers’ Liability—-Things Employers Should Think 
About Before Insuring in State Fund or Mutuals 








To all Agents in New York State: 

Now that the Governor has finally 
disposed of all the outstanding bills 
which were before him from the last 
session of the Legislature, it is pos- 
sible to form definite impressions of 
what will be the relative status or the 
stock companies, the mutual compan- 
ies, the State fund, and the self-insur- 
ers, during the next years under the 
Compensation Law. 

The only changes in the laws whicn 
are important are: 

(1) The provision for direct pay- 
ments. 

(Il) The creation of the Inaustrial 
Commission which takes the place of 
the Workmen’s Compensation Com- 
mission and the Department of Labor. 

Regarding the matter of direct pay- 
ments. While the bill throws a con- 
siderable added burden of expense and 
trouble upon the casualty companies, 
and with the exception of one or two 
companies was not desired by the casu- 
alty companies, we believe that it is 
already having the effect which was 
urged for it, viz.: ‘hat injured work- 
men are getting their payments more 
promptly than they were under the 
former system. We think the change 
in the law was sound as a matter of 
principle, although it would have suited 
our personal interests better if it had 
not passed. It was actually greatly in 
the interest of labor, and we believe 
that within a year this will be fully 
recognized. 

Regarding the new Industrial Com- 
mission. We believe that the appoint- 
ments which have been made by the 
Governor are good, and we hope and 
believe that the new Commission will 
administer the law wisely and well. 


The law as it now stands leaves the 
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Status of the various forms of insur- 
ance in exactly the same position that 
they were in last year. 

There will probably be a few—but 
very few—employers who will now turn 
to self-insurance in the belief that the 
rates of all the insurers are too high, 
but the chief competition will, as nere 
tofore, be between stock insurance, mu- 
tual insurance, and the State Fund. 


The State Fund 

The State Fund will still be free to 
make rates different from the rates 
which the stock or mutual companies 
can make, and it will still be free to 
pay such dividends as it may aecide 
upon. Moreover, the fact that it is ac- 
tually a mutual, whose members are 
liable to assessment, is still undeclared 
in the law except by inference, and 
whoever may control and manage it 
may possibly assert, as was done last 
year, that its mempers will not be 
assessed. 

These conditions, especially the 
former, constitute a great disadvantage 
to the stock companies and to the mu- 
tual companies, especially to the mu- 
tual companies. 

It is a great impropriety that the 
State of New York should set up and 
maintain two differeat systems of ac- 
tuarial tests resulting in two differ- 
ing systems of rates for carrying the 
same hazard, because the actual loss 
cost is bound to be the same whether 
a risk is carried by a stock company, 
a mutual company, or the State Fund. 
And the only variation possible in total 
cost is that which results from a dif. 
ference in the expense of operating 
the insurance carriers. This differ- 
ence, if any, can and should always be 
provided for, in the case of mutual 
companies and the State Fund, by 
means of dividends payable after they 
have been earned. 

Nevertheless, we must meet a con- 
dition which the State created last 
year and will continue this year. It is 
a condition which is neither advan- 
tageous in the long run to employers 
nor to insurance carriers, but it must 
be dealt with as it 1s, rather than as 
we might wish it were. 

It should not, however, be a source of 
discouragement to any agent, because 
the natural law is aigher than the 
statute law and in the long run the 
actual and inevitable facts determine 
the cost of compensation insurance 
and not the mandate of either Legisla- 
ture or Industrial Co nmission. 


Rates 
If the rates charged by the stock 
companies are too high, the compznies 
will make an undue profit and lose 
their business. If the rates charged 
by the State Fund are too low, the 
Fund will be depleted and its mem- 
(Continued on page 19.) 
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Automatic Adjustment of Accident Benefits 


Provision Explained by a Representative of the Pacific 


Mutual Life 











Under the heading, “Standard Pro- 
visions,” in Accident and Disability 
policies which have been drafted to 
comply with the so-called Standard Pro- 
visions Law operative in many States, 
the first provision will be found to read, 
in part, as follows: 













This policy inciudes the endorsements and 
uttached papers, if any, and contains the en- 
ti:e contract of insurance except as it may 
be modified by tie Company’s classification 
of risks and premium rates in the event 
that the Insured is injured after having changed 
his occupation to one classified by the 
Company as more hazardous than that stated 
in the policy, or while he is doing any act or 
lit ning to any occupation so classified, 
except or ry duties about his residence or 
while engaged in recreation, in which event 
the Company will pay only such _ portion of 
the indemnities provided in the policy as the 
premium paid would have purchased at the 
ate, but within the limits so fixed by the 
Conmans for such more hazardous occupation. 

This is known as the “non-forfeit- 


able” or “pro rata” clause. Its purpose 
is to assure the policyholder that in- 
demnity is not forfeited by reason of 


a change of occupation to one more 
hazardous than that under which he 


was insured or by reason of being in- 
jured while doing any act or thing per- 


taining to such more hazardous occu- 
pation, and to provide a method by 
which indemnity is automatically ad- 


justed in the event of the policyhold- 
er’s assuming such a more hazardous 
exposure. 

This Standard Provision, it will be 
noted, provides for two distinct contin- 
gencies. First, a complete change to 
an occupation more hazardous than 
that under which the insurance was is- 


sued. Second, the doing of any act or 
thing pertaining to any occupation 


more hazardous tian that under which 
the insurance was issued. In neither of 
these events does the policyholder for- 
feit his indemnity, but an automatic 
and equitable adjustment in accordance 
with the exposure at the time of the 
injury is made by th2 operation of 
Standard provision No. 1. There was 
a time in the history of accident insur- 
ance when a change of occupation for- 
feited all indemnity under the policy. 
Standard Provision No. 1, however, 


was carefully constructed under the 
supervision of the insurance depart- 
ments and the insurance companies 
with the object in mind of granting pro- 
tection in a measure in keeping with 
the hazard of the act occasioning the 
injury. 

The justice and wisdom of the provi- 
sion is apparent. When a bank clerk 
is insured he is assigned the class in 
which the company rates bank clerks, 
he pays the premium required of a 
bank clerk and when he is injured in 
a bank clerk’s exposure he draws the 
indemnity due a bank clerk. Statistical 
experience, upon which all premiums 
are based, shows that a bank clerk is 
not exposed to the same risk of occu- 
pational injury as a machinist and on 
this account he can obtain insurance 
at a much less cost than can a machin- 
ist. Should the bank clerk undertake 
to assume, even temporarily, the duties 
of a machinist, he becomes exposed to 
the same risk of occupational injury as 
a machinist and his policy coverage by 
the operation of Standard Provision No. 
1 adjusts itself to that of a machinist, 
this adjustment being in proportion to 
the premum paid. 

The bank clerk, being 
such, cannot assume the duties of a 
machinist without assuming also the 
coverage afforded a machinist. Any 
other arrangement would be manifest- 
ly unfair. It would be unjust to the 
machinist to charge him more for his 
insurance than is charged the bank 
clerk and yet give the bank clerk, if in- 
jured while doing the work of a ma- 
chinist, more indemnity than is given 
the machinist for an injury received 
while performing the daily duties of his 
trade. The bank clerk doing a machin- 
ist’s work does not forfeit his entire 
coverage, but the amount to which he 
is entitled is adjusted to the amount 
which a machinist could purchase for 
the premium paid by the bank clerk. 

Standard Provisions, in States in 
which the law requiring them is oper- 
ative, are mandatory. All companies 
alike are required to adopt them and 
they cannot be set aside. 


insured as 





NATIONAL SURETY JINX 


Hard Luck Pursuing Some Prominent 
Representatives of Company— 
Three on Sick List 


A run of ill-luck prominent 
representatives of the National Surety 
Company is causing some concern. 

3oyd Perry, general agent at Atlanta, 
collapsed on the golf links and is seri- 
ously ill 


among 


William I. Hawks, assistant secre- 
tary, has been away from his desk 
three weeks, with an attack of rheu- 
matism. 

Orvice R. Leonard, of Leonard & 


Griffin, Detroit, agent of the company, 
is critically ill in a hospital. he is 


well-known in public life, having been 
a United States Census official, an 
Assemblyman, and also served tnis 


country in Japan. 
BACK FROM MEXICO 


Wiliam H. Drapier, Jr., of National 
Surety Company, Had Interesting 
Experience There 


William H. Drapier, Jr. superintend- 
ent of agencies of the National Surety 
Company who went to Mexico to close 
up the company’s contract with the Gov- 
ernment, is back in New York none the 


worse for his experiences which in- 
eluded a four days’ visit to a deten- 
tion camp. Mr. Drapier belongs to a 


group of Americans whose experiences 
in the Southern Republic had conasid- 





erable influence on official opinion in 
Washington. 

Mr. Drapier is rounding out his 
sixteenth year with the company. He 
spends a great deal of time in the field, 
visiting agents from Hawaii to Porto 
Rico. At the present time he is get- 
ting out the first number of the seventh 
volume of the National Surety News, 
of which he was the first editor. he 
has a natural liking for newspaper 
work, his father and grandfather hav- 
ing been newspaper men before him. 





RECEIVER FOR PLATE GLASS CO. 
Myer Nussbaum has been appointed 


receiver of the Standard Plate Glass 
& Salvage Co., 220 Broadway, New 


York, on an action brought by Attor- 
ney-General E. E. Woodbury at the re- 
quest of the Superintendent of Insur- 
ance. 

The Company, which was organized 
as a business corporation, was held to 
be transacting a plate glass insurance 
business in violation of the insurance 
law. Saul Amsterdam was president 
and Joshua Herzog was secretary and 
treasurer. 

This concern 
$200 capital. 


was organized with 





TO REDUCE FRAUD CLAIMS 
The Cleveland Casualty Conference 
has started a movement to reduce the 
number of claims against insurance 
companies; to investigate fraudulent 
claims, prosecuting the offenders. It 
has also adopted the rule that where a 
policy has become lapsed the business 
must not be written for another com- 

pany until sixty days have elapsed. 


Wy 






No Red Tape and 
No Delay 








Incorporated April, 1905 


HAlinnis Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 
“WE ISSUE SURETY BONDS” 


Liberal Commissions _ :: 


Attractive Contracts 
WRITE TO DAY 


Local Agents Wanted Everywhere 





J. C. LEE IN THE WEST 


J. C. Lee, superintendent of agencies 
for the Hartford A. & L. is in Chicago 
He will look over the agen- 
the Middle West before his 


this week. 
cies in 
return. 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 





1 Liberty Street - - 
General Agents 
PREFERRED ACCIDENT 
ALL CASUALTY LINES 


“*Preferred Service’’ 


JACKSON & POTTER, Inc. 


NEW YORK CITY 


HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 


Employers’ Liability Building, 








INTERSTATE 


CHATTANOOGA, TENN. 





Life & Accident Company 


33 Broad Street, Boston, Mass. 
ACENTS WANTED 








Accident, Health, 
Plate Glass and 
Weekly 
Life Insurance in 
Tenn., Geo. 
and Ky. 











AND THERE’S A REASON 


Most Loyal Agency Force on Earth 


Ask H. D. HUFFAKER, President 





H.GB.Alexander 
PRESIDENT 

















all their business. 


business will bring you? 


CASUALTY 
INSURANCE 


THE COMPANY 


¢ You ARE 
@y7/ Losinc Money — 


every day you do not represent the 
Maryland Casualty Company. 

Here’s why— 

Many people whose fire or life insur- 
ance you now write need other forms 
of protection. 
Insurance or Surety Bonds, for example. 

You have the inside track with these men—why not 
write them for all lines they need? Why let someone else 
break in on your business ? 

The other fellow may give them such good service in 


the Casualty lines (where losses are frequent and service 
plays a bigger part) that the outcome will be his controlling 


Why don’t you do it—and incidentally make the extra commissions the 


Write us today for agency particulars. 
nial 


RYLAND 
ERITS 
HOME OFFICE—BALTIMORE 


THAT 


MAKE OUR EXHIBIT YOUR HEADQUARTERS WHEN YOU VISIT THE 
PANAMA-PACIFIC EXPOSITION 


Accident or Burglary 


Mention this paper. 


SURETY 
BONDS 


ASUALTY (OMPANY 
PLETE \ONFIDENCE 


HELPS ITS AGENTS 

















LIABILITY, STEAM BOILER, ACCIDENT, 


SAMUEL APPLETON, United States Manage 
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Special Talks With Local Agents 











——— 


The Preferred Accident, 

Howto after securing the opinions 

Close of about 100 active work- 

a Case ers in the field as to the 

most essential points in 
closing a case, thus summarized the 
opinions: 

“The essentials necessary in bring- 
ing a case to a close are tact and skill 
in guiding the discussion, framing and 
applying conclusion, good judgment, a 
pleasing personality and enthusiasm. 
Enthusiasm is contagious, and if an 
agent is enthusiastic and earnest he 
ean hardly fail to impress the prospect 
accordingly. Avoid argument and make 
every statement clear and so plain that 
it will be convincing. 

“The persuasive feature is a great 
factor, but it must be of the gently 
leading sort and not the abrupt, arbi- 
trary pushing kind, but of a kind that 
will tactfully lead the prospect into the 
agent’s way of thinking. 

“Enthusiasm based on the agent’s be- 
lief will naturally arouse the prospect 
and tend to overcome reluctance, lead- 
ing him to do the talking or to ask 
questions, opening the way for use of 
the agent’s persuasive power, and then 
the road is a short one to the produc- 
tion of the application and a success- 
ful closing of the case. 

“Salesmanship is made up of about 
90 per cent. personality, for it is 
through his personality that he oper- 
ates upon the mind of his prospect. It 





Compensation Tips to New York Agents 


is through this he favorably impresses 
his prospect and opens the way for en- 
thusiasm, which is the state of mind 
which the agent is able to transfer to 
his prospect through his personality 
supplemented by a persuasiveness of 
the kind that is often used by way of 
introducing a fountain pen to the pros- 
pect with a request that he kindly use 
it. It is necessary to hold the atten- 
tion of the prospect upon the fact that 
he needs the insurance and not allow 
him to have time to think that he does 
not need it. 

“Enthusiasm is as electricity to the 
wireless message, without it the agent’s 
message is nothing. He must keep 
charged and be possessed of skill, tact, 
good judgment and good humor and 
cultivate persoually a persuasive force 
which is to the prospect as oats to a 
balky horse. If used discreetly he will 
forget his objections and become an 
aid in closing his own case. 


“Prospects are usually on the defen- 
sive, therefore, avoid arousing a spirit 
of opposition. Tact and judgment must 
be used, skill and adaptability are es- 
sentials. Cultivate a pleasing person- 
ality, create a favorable interest and 
thoroughly believe in insurance as an 
absolute necessity and enthusiastically 
advocate it, thus leading to a desire to 
know more about it and induce the 
prospect to ask questions which mani- 
fests an interest that will warrant the 
agent’s remaining on the job.” 





(Continued from page 18) 


bers assessed (of which more here- 
after) or the rates raised. 


The stock companies do not want to 
charge too high a rate and we do not 
believe that they are. It would be 
mere suicide for them to do so, but 
compensation losses are all deferred 
losses and, therefore, at the present 
time, the rates appear to the assured 
to be too high. There will be a trying 
period for all agents who will find it 
difficult to convince the assured of the 
justice and necessity of the present 
rates, and of the perils to the assured 
of insurance in the State Fund at lower 
rates, and of the fact that there is no 
important advantage vut a great off- 
setting peril in insuring with a mutual. 


Nevertheless these are the facts. 
Time only can fully -temonstrate them 
and time will demonstrate them, and 
in the meantime we have the satisfac- 
tory knowledge that most employers 
are men of intelligence, men who know 
in their own occupations that certain 
causes must produce certain effects, 
and who will not be led away by the 
delusion of present “cheapness.” 


One matter which we feel that you 
may emphasize with safety and pro- 
priety is that the State Fund is un- 
doubtedly, in law, a purely mutual or- 
ganization of those employers who par- 
ticipate, the funds being under the 
management of the State. Section 90 
of the law expressly states: “Such 
Fund shall be administered by the Com- 
mission without liability on the part 
of the State beyond the amount of such 
Fund.” It is perfectly clear that the 
Legislature could not take from an in- 
jured employe the pasic right to re- 
cover on account of an accident due to 
the fault of the employer, without sub- 
Stituting something of real value in its 
Place. If the State Fund is insolvent 
and the State itself is not liable, it is 
obvious that the ultimate responsibil- 
ity must rest upon the employer sub- 
scribing to the Fund. While the iaw 
does not expressly say this, the impli- 
cations are perfectly clear. Hither the 
State Fund possesses power to assess 
participants to make up a deficit in the 
Fund, or the employer is not released 
In case of the insolvency of the Fund. 
Another matter which must never be 


overlooked by the employer consider- 
ing the State Fund is that that Fund 
can only insure against Workmen’s 
Compensation. 

The policies of this Corporation 
cover the entire liability of the in- 
sured—that is, his ‘iability under the 
Common Law as well as his liability 
under the Compensation Law, and the 
large number of claims which the Com- 
pensation Commission have had to re- 
ject because the employe was not un- 
der the Compensation Law illustrate 
the great value of a policy which fully 
protects the employer. 

Mutual Companies 

The Mutual companies will continue under 
the supervision of the Insurance Department. 
They will have to charge, as heretofore, the 
same rates as the stock companies. Their sole 
claim to patronage will be their hope and ex- 
pectation of being able to pay dividends and 
to continue to pay dividends. Already some 
of them have announced their intention to pay 
dividends on the 1914 business. The Insur- 
ance —opyenees has limited them to 20 per 
cent. and has declined to approve of any such 
dividends until after July r1st—that is, until 
they have completed a full year’s business and 
it may be possicle for the Department to ex- 
amine them and form an opinion as to their 
respective conditions. 

e believe that almost everyone in the 
State, except the actuaries, has been greatly 
deceived as to the results of the business of 
1914. The publication of the figures appears, 
upon its face, to establish the fact that Com- 
pensation rates are too hich. his is due to 
the fact that the only losses which have been 
shown in the various charts have been the 
losses actually paid in cash. These losses 
have been only a moiety of the losses which 
will actually have to be paid as the result of 
the operations of 1914. All death cases, all 
dismemberment cases, will carry payments 
running for a great many years to come, and 
what was _ in 1914 on account of the acci- 
dents of that year, was a mere drop in the 
bucket to what will ultimately have to be paid. 
The actual indications are that the rates were 
not too high and that when the business of 
101g is wound up that there will be little 
if any margin For either stock or mutual 
companies. 

Dividends paid at an early period in the 
history of a mutual compensation company 
may actually prove to constitute a peril to 
the policyholder instsad of a benefit as they 
appear at the time. 

There is no argument which was made last 
year concerning the disadvantage of mutual 
insurance which does not stand with equal 
strength to-day. That is, no changes have 
been developed which can demonstrate that 
they can effect a substantial saving in cost. 

The loss rate will grow with great .rapidity 
as the companies become older, and it is 
almost certain to prove that at least in some 
cases it will reach a point that will involve 
assessments instead of dividends. 


DWIGHT & HILLIS. 








Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL - - - President 


A Strong Casualty Company Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 
OF THE MOST 


POLICIES w.ciisvons 


EUGENE H. WINSLOW, President 


R. R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 











CHICAGO Resident Manager 
—— 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, an & ——o 
Burglary, Boiler and “es A 


= ™ Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
CG. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








Prudential Sasualty Gx. 


INDIANAPOLIS 
Write for our SPECIAL BONUS OFFER for 
PERSONAL ACCIDENT AND HEALTH producers 


Other lines written: BURGLARY AND PLATE GLASS, Automobile Liability, Prop- 
erty Damage, Collision, Employer's Liability, Public, Teams, Elevator, Workmen's 
Compensation, General Liability, Industrial Accident and Health. 


ASSETS OVER A MILLION 
SATISFACTORY SERVICE TO POLICYHOLDERS AND AGENTS 
REAM, IVES AND WRIGHTSON, Eastern Managers, 

24 BROAD STREET, NEW YORK. 











BUSINESS=BUILDERS 
DEVELOPING 
i] Fidelity and Surety Bonds, Liability Workmen’s 
fj Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts BondingsInsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $2,000,000 Write For Territory 
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Union Casualty Insurance Co. 
Philadelphia, Pa. 


Assets Ineome Surplus to Poliey-Holders 
1909 - - $113,868 - $9, - - $111,259 
1910 239,463 43,29 - 9, 
1911 341,399 166,6: 241,037 
1912 425,570 273,970 278,776 
i913 023 547,263 270,395 


oF = ig Sa aa A eee 
1914 - - 769,776 - - 627,232 - - 343,161 
AGENTS WANTED IN Si iiitictelifacn Kentucky Nebents: and lndians 








The Frankfort General Insurance Co. 
of Frankfort-On-The-Main, Germany 
——ESTABLISHED 1865 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 





C. H. FRANKLIN, U. S. Mgr. and Attorney JNO. M. SMITH, Sec. U. S. Branch 
LIABILITY— INSURANCES TRANSACTED 

Employers 

Public Vessel Owners Burglary 

Teams General Contingent Workmen's Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 











P FRMANENE ASD EROGRERG| VE 


ORGANIZED 1886 


Nort AMERICAN Accipent INsuRANCE © 


THE ROOKERY 


(ons § Loy Wee) 


AGENCY OPENINGS IN 
44 STATES 








—— 











There is Always Room at the Top 














Come with us 
and it won’t be 
so hard to get 
on. 





Live ones win 
among 


IZZERS 


Write to 


J. L. BABLER 


Gen’l Manager Agencies 


International Life 


ST. LOUIS 
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Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. Jf you 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. ‘You can secure a 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” If you have the grit to make a change and a reasonable 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
mean the realization of all your dreams. That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
individuality at its full value. The president of this Company is W. T. CRAWFORD ; Vice-President and General Manager, THomas P. 
Luoyp, M. D.; Superintendent of Agencies, W. M. Linpsey, all of Shreveport, La. 











WHAT YOU DESIRE IS COMING TO YOU 


No ‘‘ifs’’ ‘‘ands’’ or ‘‘ buts’’ the 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 


DESIRE AND WHAT YOU CAN SELL 
GET NEXT! 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 














The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Annual Statement, December 31, 1914 


Pinas cidekindabes bbs reason widen $11,858,729.53 

SN occctenonrsnchbponsenidennes wae 8,319,608.72 

ccncaneivins onanddbedababesvodnesse 1,000,000.00 

Surplus over all Liabilities .. ........ 2,539,120.81 

Losses paid to December 31, 1914........ 48,580,800.32 

THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 

Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Bur, , Lar % 
Harn Insurance; Plate Glass Insurance; Liability Insurance—Employers, Pai Teams 
(Personal Injury and Property Damage), Automobile (Personal Injury, sungeey Bemase and 
Collision), Physicians, Druggists, Owners and Landlords, Elevator, Workmen’s pensation— 
Steam-Boiler Insurance; Fiy- Wheel Insurance. 
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Reduces Rates, Protects Property 
and Saves Life 


The “‘Relc’”’ Stationary Chemical Engine connected to inte- 
rior standpipe and hose systems, employing small piping, 
with the customary number of outlets on each floor of a 
building furnishes an effective defense against fires that can- 
not be extinguished with portable apparatus. 


It has been used successfully to supply Automatic Sprinkler 
Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 

The principle of the “RELC”’ Chemical Engine has been en- 
dorsed by the Underwriters’ Laboratories, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. Send for catalogue. 


Relc_ Extinguisher Corporation of America 


| 95 William St., NEW YORK Empire Building, ATLANTA, GA. q 
























